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HERE IS now more to 
a7 be thankful for than one 
year ago. We were then 

just emerging from the 
depression. It is yet not 

entirely behind us but general 
business conditions are definitely 
better and the feed business, spe- 
cifically, is also better. Our own 
farmer friends — the feeders as 
contrasted with the grain and 
cotton growers—are getting more 
money for their poultry and dairy 
products, their interest in greater 
production is reawakening they | 
are buying more feed. The spread 
between cost of feed and price of 
farm products is widening. A 
profit making opportunity is 
knocking at our door. 


MERCHANDISING MAGAZINE | 
OF THE FEED INDUSTRY 
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“for whale long time” 


was the answer of David Boulay, Bou- or ag 

lay Bros. Co., Fond du Lac, Wis., when 
asked how long his firm had been sell- 
ing Big Jo flour. “The first bags,” he 
added, “were delivered with a bicycle.” nem 


Dave was kidding a little but 


FLOUR 


has been sold in Fond du Lac for over 50 years—at first by 
the A. C. Fox Co. and since 1900 by Boulay brothers. 


— “We like to sell Big Jo Flour,” Mr. Boulay said 
} speaking seriously, “because it repeats. House- 
wives try it, like it and come back for more. 
During the depression, some of our customers 
switched to cheaper brands but they've all come 
back after repeated trials convinced them that the 
quality of Big Jo could not be matched. Big Jo 
really is the ‘Best in the World’.” 


ABASHA Mitt Co. 
WABASHA MINNESOTA, U. S. A. 
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Foremost in Our Policy Is 
Your Complete Satisfaction 
At Your Service on— 


Brewers Grains 
Malt Sprouts 
Millfeeds 
Linseed Meal 


Soybean Meal 
Barley-Oats Mixtures 


Screenings 
of all kinds. 


We would be very glad to send you our daily 
and weekly quotations. Just send us a post 
card with your name and address. 


FEED-GRAIN 
SCREENINGS 
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e Feed Bag advertisers for advertisements in this 
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tegrity When buying—feed, grain, allied_products 
and machinery—don’'t forget to boost The Feed Bag. 
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CONTINENTAL EXPORT CO. 
Minneapolis ... St. Louis... Kansas City 


PACIFIC CONTINENTAL GRAIN CO. 
Spokane... Portland... Seattle 


Continental 


Grain Co. 


Produce Exchange . . . New York 
Board of Trade. ..... Chicago 


CASH GRAIN 
Wheat..Oats..Rye.. Barley. .Corn.. Flax. . Soya 


GRAIN FUTURES 
Executed in all Contract Markets 


HERE’S A GOOD TIP! 


Save Money— BUY NOW 


The price of cod liver oil is 
going up, and from all indi- 
cations will keep on increas- 
ing for some time to come. 
Why not take advantage of 
present prices and beat the 
price rise. Book your or- 
ders for 


Arectie Cod Liver 
Oil... At Once 


Guaranteed as to Vitamin A and D Potency 


63c 


per gal. is the price. 


La BUDDE FEED & GRAIN CO. 


MILWAUKEE, WISCONSIN 


Feed Merchants 


everywhere are adding to their 
profits byselling Dog Food. Make 
your store a place for dog owners 
to get quality food and service. 


SELL 


VITALITY DOG FOOD 


It is complete, balanced, mineral- 
ized and vitamized. Dogs like it 
—it makes friends and gets re- 
peat orders. It keeps dogs healthy 
and is very economical to use. Use 
coupon below for ful! information. 


Vitality Mills, Inc. 


2020 Board of Trade Bldg., Chicago, Il. 


VITALITY MILLS, INC., 
2020 Board of Trade Bldg., 
Chicago, Ill. 

Without obligation please send me details of the profit op- 
portunity in selling VITALITY DOG FOOD, also samples, prices, 
literature and local advertising plan. 


Dealer. 


F.B. Address 


Make no mistake | 
“4 about | 
this! 


PRODUCTS DIVISION 
CAGO, ILLINOIS 
Contains the rich 


vitamin content 

that is present in 

fully matured soy- 

beans. 

Actual protein analysis running 
from 46% to 48% 


THE GLIDDEN COMPANY 


SOYA PRODUCTS DIVISION 
1845 N. LARAMIE AVE. CHICAGO 
Sales Office: 2670 Elston Ave. 
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SHE KNOWS 


when there is 


MOLASSES 


in her 


FEED 


OU CAN’T FOOL THE COW. She knows when 

there is cane molasses in her feed—she 
knows by the taste, by the luscious, appetizing 
flavor which good cane molasses gives to a 
grain mixture. 


When it comes to palatability, cane molasses 
is in a class by itself. Animals take to it the 
way a healthy boy takes to jam. And, like 
jam on bread, cane molasses not only has a 
high feeding value of its own but it induces 
stock to clean up other valuable but less ap- 
petizing feeds. Thus cane molasses has a 
double feeding value. It makes other feeds go 
farther, and it adds to the ration a high per- 
centage of digestible nutrients. 


Because cane molasses is so highly di- 
gestible, it is especially valuable for winter 
feeding. Its high sugar content is a rich source 
of quickly available energy. And its gentle 
laxative action helps to keep animals in good 


condition even though they are getting no 
green feed and little or no exercise. 


Every farmer who winters stock should feed 
cane molasses, and the best way is to feed it in 
the form of mixed feed. As a feed mixer, you 
have the equipment to mix molasses properly; 
and because of savings in packaging and trans- 
portation, you can actually deliver it to the 
farm in a grain mixture cheaper than the 
farmer can buy it by the barrel. 


Write for prices on top quality cane molasses, 
and for a copy of the booklet ‘“‘Cane Molasses” 
which gives you authentic feeding information 
together with a number of approved formulas 
for molasses feeds. 


COMMERCIAL MOLASSES CORPORATION 
230 PARK AVENUE, NEW YORK CITY 
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Volume Eleven 


November, 1935 


Number Eleven 


Government Extravagance Decried 
By Ohio Convention Speaker 


Cedar Point Selected for Next Conclave 


sive taxes with individual enter- 
prise stifled by destructive gov- 
ernment activities was depicted 
by B. W. Snow, Chicago, economist 
and former farmer paper editor, to the 
Ohio Grain, Mill & Feed Dealers asso- 
ciation at its fall convention held at the 
Norval hotel, Lima, October 22. Ap- 
proximately 200 dealers attended and 
joined in the discussions on numerous 
problems affecting their respective in- 
dustries. 
Government Backing Unfair 
“Government in business or govern- 
ment backing a favored group with 
capital at a nominal rate of interest,” 
declared Mr. Snow, “furnishes a char- 
acter of competition that the private 
individual cannot meet. If private busi- 
ness proves a losing venture, the loss 
of capital puts an end to the enter- 
prise. Not so with government. Busi- 
ness carried on with or backed by 
public money is not influenced by capital 
losses. The next step is merely in- 
creased taxes to take care of the loss 
and then a further increase to extend 
the experiment on a broader scale. 


A NATION impoverished by exces- 


“The federal farm board in its brief: 


career lost $345,000,000 in trying to 
control the advance prices of farm pro- 
ducts, and at the end of the experi- 
ment the price range was at the lowest 
level ever known. But even that stag- 
gering loss was not sufficient to end the 
experiment. A new administration came 
into control and in less than two years 
its plan, the AAA, levied and collected 
a total of $580,000,000 in taxes levied 
upon processors. 


Back to Individualism 


“For more than four years we have 
spent our time and our means in fan- 
tastic effort to lift ourselves by our 
boot straps. Our fundamental error 
has been our evident belief that we 
could legislate for groups and our pop- 
ulation, giving each some special ad- 
vantage. We have forgotten that spe- 
cial advantage for one class meant a 
corresponding burden upon another. In- 
stead of fantastic schemes of doles and 
plans for extracting more millions from 
already impoverished taxpayers, let us 
give time and effort to reducing the 
cost of government, putting an end to 
paternalistic experiments and leave each 


individual the privilege of spending his 
earnings in his own way for the bene- 
fit of himself and his dependents.” 

The saving of thousands of dollars for 
the feed trade by the refusal to accept 
an impractical code was cited by David 
K. Steenbergh, managing editor of The 
Feed Bag and secretary of the Central 
Retail Feed association. He recounted 
the experiences of the National Federa- 
tion of Feed Associations which nego- 
tiated with government officials for a 
satisfactory set of trade regulations, and 
also explained the Honor Roll plan of 
curbing direct selling by wholesalers 
and manufacturers to farmers which 
has been placed in operation by the 
Central Retail Feed association. 


Keep Yourself Posted 


In concluding his address, Mr. Steen- 
bergh urged dealers to keep abreast of 
modern trends in the feed industry. 

“Your feed department,” he said, 
“should concern itself with more than 
the mere filling of orders. It should 
be a service institution where farmers 
can obtain help on feeding and other 
problems. The successful feed store is 
one which emphasizes merchandising 
and service backed by good manage- 
ment.” 

The proposed schedule of grain grade 
changes which will be submitted for 
consideration at the Grain & Feed 
Dealers National association in Mil- 
waukee next year was sent in a mes- 
sage by Lew Hill, Indianapolis, who 
was unable to be present and was read 


O. L. BARR, O. L. Barr Grain 
Co., Bicknell, Ind., past president of 
the Indiana Grain Dealers association, 
who was severely injured when he was 
run down by an automobile at Indian- 
apolis, August 29, has returned to his 
home from the hospital and is reported 
to be recovering nicely. 


DOG IN PRINT 


Don Mihills, National Food Co., Fond 
du Lac, Wis., is proudly displaying a 
copy of Sports Afield, a national out- 
door magazine, which contains a picture 
of his dog, Patsy, which is one of the 
outstanding Llewellyn setters of the 
country. 
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at the convention. Steve Radcliffe, vet- 
eran Buffalo receiver, deplored the ef- 
fects of the foreign imports of grain 
that have been stifling the cash mar- 
kets. The buying of corn on a proper 
basis with particular attention to exces- 
sive moisture was advocated by Fred 
Mayer, Toledo. 
Talks on Soybeans 

G. A. Holland, Old Fort 
Marion, Ohio, outlined the soybean 
crop situation. He advised elevator 
men to keep posted on all phases of 
this new commodity and to pass the 
information on for the benefit of the 
growers. Peter Turner, partner of Mr. 
Holland in their new soybean mill en- 
terprise, told of the plans of the firm 
and announced an expansion program 
to increase storage facilities. 


Burt Leas, Columbus, chief of the 
state department of feed and fertilizer, 
reported that political influence was 
being exerted to consolidate his depart- 
ment with another which would de- 
prive the feed and fertilizer interests of 
dollar for dollar service for the fees 
collected. 

Cedar Point Next 

The bid to hold the next convention 
at Cedar Point was accepted by the 
association. The Ohio dealers will meet 
there June 22 and 23. 

Edwin Craun, Tiffin, president of 
the association, opened the convention 
but because of ill health turned the 
balance of the meeting over to W. W. 
Cummings, Columbus, secretary. In his 
address, Mr. Craun read a poem prayer 
in memory of the members who had 
passed away since the last convention. 

Three resolutions were adopted. The 
first favored the discontinuing of pro- 
cessing taxes on grains and food com- 
modities in view of the failure of the 
so-called “acreage control’. 

The second requested that the service 
of the self sustaining feed inspection 
department be expanded rather than 
curtailed and merged with the depart- 
ment of plant industry. 

In a third resolution objection was 
expressed against the practice of the 
internal revenue department in refusing 
to allow elevator operators to charge 
off depreciation on buildings located on 
leased lands. The association asked for 
a rescinding of the ruling. 
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OHIO 

Willard Floyd, Arcanum, pur- 
chased the Lewisburg Feed & Supply 
Co., Lewisburg, from L. C. Brown. 

Ubiko feed store, conducted for the 
past several years by Harry Elder, at 
Carrolton, has been purchased by Lloyd 
Sharp. 

R. L. Fritinger has opened a feed and 
coal business at Middlefield. 

Keith Milling Co., Canton, has been 
taken over by the Graber Milling & 
Grain Co., Clinton. 

Edgerton Elevator Co., Edgerton, is 
now operating in a new office building 
recently completed. 

Medina Farmers Exchange, Medina, 
is rebuilding its mill which was 
destroyed by fire and is installing new 
machinery. 


WHY IT PAYS TO BE A 


INCREASES YOUR Serlcs AND Leck: 


Barinowski1 Chosen to Head 
Southern Manufacturers 


as an individual organization 

was made by members of the 
Southern Mixed Feed Manufac- 

turers association at the 10th annual 
convention held at Memphis, October 
17 and 18. The interest and enthusiasm 
exhibited by those attending resulted in 
the gathering going on record as the 
best in the history of the organization. 
R. E. Barinowski, Feedright Milling 
Co., Augusta, Ga., was elected presi- 
dent of the assocation; J. F. Weinmann, 
J. F. Weinmann Milling Co., Little 


| Oke decision to carry on 


DR. SALSBURY DEALER 


| SOMEONE ONCE SAID .. 
| book, preach a better sermon or make a better mouse 
| trap than his neighbor, though he build his house in the 
| woods, the world will make a beaten path to his door.” 


. “If aman write a better 


r. Salsbury's Laboratories believe that the da 
when ‘‘The world will beat a path to your door" 


is gone. 


We believe in making a superior line of 
products and advertising it. 


Dr. Salsbury’s National Advertising in twenty-four poultry 
and state farm publications reaches eight out of every ten 
poultry raisers in your territory. This is creating a customer 


demand and acceptance for these products amon, 

ewe? ocal dealer ‘‘tie-up’' plan enables you to 
dentify yourself with this campaign. 

our customers 
the benefits of using Dr. S 


raisers. 


helps you get to 
Poultry Health an 
parations. 


your local 


Seasonal literature 
etailed information on 
alsbury's pre- 


Sales letters and mailing pieces enable you to 


emphasize the need for these products at various times of 


the year. 
to buy “at the point of sale."’ 


poultry diseases and new mer 


creates satisfied customers 


(‘Poultry Health News"') gives you the latest information on 


After all is said and done, it is the. product that sells readily and 
that counts. 
increasing their sale on Dr. Salsbury's preparations. 


Four color Display Posters remind your customers 


Monthly Dealer Publication 
andising ideas. 


at is w dealers are 


DEALER 


IS WHY IT PAYS TO BE @ DR.SALSBURY 
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DR.SALSBURY § 
CHARLES CITY, *>>>> IOWA 


LABORATORIES 
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Rock, Ark., was chosen vice president; 
J. B. Edgar, Happy Mills, Memphis, 
treasurer, and E. P. (Jerry) MacNicol, 
secretary. 

The manufacturers adopted a resolu- 
ton re-endorsing the National Merchan- 
dising Council agreement prohibiting 
long bookings and price guarantees and 
favoring the continued observation of 
the regulations of the council which 
were in effect under mutual agreement 
before the advent of the NRA 

The executive committee recommend- 
ed to the convention that dues in the 
Southern association be reduced to a 
maximum basis of $100 a year and a 
minimum of $25.00 with a $25.00 basis 
also for associates. Unanimous approv- 
al was given to the suggestion. 

Will A. Hall, International Sugar Feed 
Co., Memphis, president of the associa- 
tion, in his annual address outlined the 
future of the feed industry and of the 
organization, and Mr. MacNicol, sec- 
retary, called attention to the associa- 
tion’s successful efforts in stopping ad- 
verse legislation, particularly in Florida 
and Alabama, which attempted to put 
through rulings against closed formulas. 

McGeorge, Royal Stafolife 
Mills, Memphis, president of the Amer- 
ican Feed Manufacturers association, re- 
lated the steps that have been taken to 
establish a uniform feed law and _ in- 
formed his listeners that “we are now 
at a point where we can expect to get 
some results’. He was followed by 
Ralph M. Field, Chicago, executive vice 
president of the American association, 
who summarized the organization’s ac- 
tivities and urged endorsement of the 
National Merchandising Council’s agree- 
ment prohibiting long bookings and 
price guarantees. 

A. F. Seay, Purina Mills, St. Louis, 
Mo., declared that hazards surrounding 
the manufacture of mixed feeds today 
are greater than at any time in the in- 
dustry’s history. He called attention to 
the necessity of keeping a close watch 
on operations and emphasized the need 
of a closely knit organization. 

In addition to the officers, members 
of the executive committee chosen at 
the convention were Mr. McGeorge, 
Mr. Seay, C. B. Fretwell, Spartan Grain 
& Mill Co., Spartanburg, S. C.; John 
M. Wilson, Meridian Grain & Elevator 
Co., Meridian, Miss.; E. Wilkinson, 
Western Grain Co., Birmingham, Ala.; 
L. R. Hawley, Quaker Oats Co., Chi- 
cago, and Mr. Hall. 


MILO LADD & SON, owners of the 
Swift County Hatchery Co., Benson, 
Minn., have installed a complete manu- 
facturing plant and will engage in mak- 
ing commercial feeds. 


QUICK RESPONSE 

Fred Chappalear, proprietor of the 
Economy Feed & Milling Co., Vandalia, 
Ill., recently received a quicker response 
to his advertising than he expected. He 
announced a special offer on flour in the 
local morning paper and that evening 
burglars entered his store and stole two 
50 and two 24-lb. sacks, a half case 
of eggs and a large flashlight. The 
inner office containing cash and other 
valuables was not disturbed. 


« 
Q \ Wh 
F S ne QP 
ye 

SV 


More Liberal Feeding of Livestock 
Anticipated During 1936 


Commercial Feeds Expected to Be 


beginning of 1936 is not ex- 
pected to show much change 
from that at the beginning of 


Ts inventory of livestock at the” 


1935. 

Numbers of hogs and poultry prob- 
ably will be slightly larger; those of 
cattle about unchanged and those of 
horses and mules and sheep and lambs 
probably a little smaller. 

In view of the increased quantities of 
feed grains and of hay and forage avail- 
able for feeding, it is to be expected 
that livestock generally will be fed 
much more liberally in 1936 than in 
1935. Hogs will be fattened to heavier 
weights and both dairy and beef cattle 
will be fed more grain per head. 

This, in brief, is the summary of the 
feeding outlook for 1936 as presented 
in the annual report of the United 
States department of agriculture which 
has just been released. 


Dairy Outlook Favorable 

Dairy cattle, the department estimates, 
will receive nearly the usual quantity 
of grain during the 1935-36 feeding 
period. The number of milk cows on 
farms this winter will be 6 or 7 per 
cent fewer than the peak numbers of 
two years ago, but only down to about 
the level of January, 1932. 

It is expected that the relatively high 
prices of meats and lard and the up- 
ward trend in consumer incomes will 
help to maintain a generally good de- 
mand for dairy products this winter. As 
fewer cows are on farms than for sev- 
eral years, it would seem that moder- 
ately liberal feeding of dairy herds will 
be required to meet demands. Com- 
mercial dairymen will be able to sell 
their products at prices that are moder- 
ately favorable in comparison with feed 
costs and they will be able to purchase 
about their usual feed supplies. 

More Chickens to Feed 

The relationship between poultry and 
feed prices and also egg and feed prices 
in the fall of 1935 was favorable to 
poultry and egg production. The num- 
ber of laying birds in farm flocks in 
the first half of 1936 is likely to be 
at least 5 per cent larger than in the 
first half of 1935. 

The hog-corn price ratio will be un- 
usually favorable in 1935-36. Hogs will 
probably be fattened to heavier weights. 
The United States hog-corn price ratio 
based on farm prices was 13.3 on Oc- 
tober 15 as compared to 68 a year 
earlier. The price ratio may be expect- 
ed to increase further during the sea- 
son and remain at an unusually high 
level for practically all of 1935-36. 

Commercial Feeds 
Supplies of commercial feeds in 1935- 
will probably be somewhat more 
plentiful than in 1934-35. An unusually 
large increase in high protein supple- 
ments may be expected. 

Taken all together, the 1935-36 sup- 
ply of feed grains including the carry- 
over of old crop grain, probable quan- 
tities of wheat and rye that may be fed, 
and the prospective supplies of by-pro- 
duct feeds total approximately 106,000,- 


000 tons compared with 120,000,000 
tons, the annual average for the period 
1928-29 to 1932-33. The 1935-36 sup- 
ply of these items for feed purposes 
should give grain-consumin 
animal unit, including poultry, about the 
same quantity per unit as on the aver- 
age in the years, 1928-29 to 1932-33. 
Corn Yield Larger 

The 1935 United States corn crop 
for all purposes was 2,213,000,000 bush- 
els as of October 1 compared with 
1,377,000,000 bushels harvested in 1934 
and 2,562,000,000 bushels for the five 
year average, 1928 to 1932. 

The 1935 oats crop as of October 1 
was 1,184,000,000 bushels, and although 
it was more than double the small crop 
of only 526,000,000 bushels in 1934, it 
was 3 per cent less than the 1928-32 
average of 1,218,000,000 bushels... 

The 1935 barley crop of 290,000,000 
bushels was the fourth largest on 
record, but was only slightly larger than 
the 5-year average production. 

The 1935 wheat crop is small—only 
about 70 per cent of average. How- 
ever, the quantity of wheat feeding in 
1935-36 on farms that grow wheat will 
probably not be greatly different from 
1934-35 when about 80,000,000 bushels 
were fed. This is indicated by the price 
of wheat compared with corn and the 
large quantity of low quality wheat. 
Total wheat supplies in the United 
States for 1935-36 are estimated at 751,- 
000,000 bushels, consisting of a carry- 
over of 152,000,000 bushels, and a crop 
of 599,000,000 bushels. 

High Protein Feeds 

Supplies of high protein feeds in 
1935-36 will be much larger than in 
1934-35. The 1935 cottonseed crop may 
yield about 1,820,000 tons of cotton- 
seed cake and meal. Adding to this the 
August 1 carry-over of cake and meal 


Plentiful 


at mills gives a total supply of 2,019,- 
00@ tons. This is about 10 per cent 
larger than the supply available last 
season, 

The quantity of domestic flaxseed 
available for crushing will produce 
about 232,000 tons of linseed cake and 
meal which exceeds the domestic con- 
sumption in any year since 1930-31. 
Production of gluten feed and hominy 
feed is expected to be larger during 
1935-36 than in the previous year. A 
record 1935 crop of soy beans suggests 
increased supplies of soybean cake and 


meal. 
Clover and Alfalfa 

Supplies of red and alsike clover 
seed are much below normal, while 
those of alfalfa and sweet clover are 
close to normal. Production of red 
clover seed this year is estimated at 
approximately 45,000,000 pounds as 
compared with 50,000,000 pounds in 
1934. The alsike clover yield for this 
year is estimated at approximately 17,- 
000,000 pounds compared to 16,000,- 
000 pounds last season. Sweet clover 
indicates 47,000,000 pounds for 1935 in 
comparison to 38,000,000 pounds in 
1934, and alfalfa 48,000,000 pounds in 
1935 as compared with 50,000,000 
pounds last year. 

Production of tame and wild hay in 
1935 was 89,000,000 tons compared 
with the five-year average of 80,400,000 
tons. The 1935 alfalfa hay crop of 28,- 
300,000 tons was the largest on record. 

Feed Prices 

The probable seasonal movements of 
feed prices are difficult to determine. 
It is expected, however, that the low 
level of farm reserves, the favorable 
feeding ratios and the probable feeding 
of livestock to heavier weights will tend 
to build up a somewhat greater-than- 
normal demand for livestock feeds. 


Central Salesmen’s Club Now 
Officially Organized 


allied firms calling on the trade 

in the territory of the Central 

Retail Feed association formally 
organized the Salesmen’s club at a 
meeting held at Fond du Lac, October 
10. 

Lynn Williams, Stratton Grain Co., 
Milwaukee, was elected chairman of the 
new organization; M. R. Johnson, A. 
G. Wells Co., DePere, was chosen vice 
chairman; J. E. Walsh, Arcady Farms 
Milling (Co., Chicago, treasurer, and 
David K. Steenbergh, Milwaukee, sec- 
retary. These officers are to serve until 
the annual meeting of the club which 
will be held in conjunction with the 
Central Retail Feed association conven- 
tion next June. 

Purposes of the organization outlined 
in the constitution and by-laws are to 
cooperate with the Central Retail Feed 
association in all of its activities; to 


R ems of feed and 
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develop a closer understanding among 
salesmen serving the feed trade and to 
promote the feed business for the entire 
industry and the welfare of its patrons. 

The club will also operate an employ- 
ment bureau for salesmen which is to 
serve in helping those unemployed to 
make connections and to assist manufac- 
turers and distributors in obtaining 
competent representatives. 

Membership dues in the organization 
have been set at $3.00 for the fiscal year 
ending May 31, 1936. Out of this 
amount $2.00 per member is to be paid 
to the Central Retail Feed association 
as the club’s affiliation fee. 

The official organization meeting was 
held on the same evening as the dis- 
trict gathering of the Central Retail 
Feed association at Fond du Lac. The 
salesmen joined the dealers at a dinner 
before repairing to a separate room to 
complete the final forming of the club. 
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WELL PRESERVED 

First Drunk: “When I wuz born I 
weighed only a pound and a half and 
wuz only this long.” 

Second Drunk: “You don’t shay. Did 
you live?” 

First Drunk: 
see me now.” 


“Sure. You ought to 


* 


NO WONDER 
Bandsman: “Do you know that song 
just haunts me.” 
Leader: “Well, it should. You mur- 
dered it.” 


NASTY MAN! 

Customer: “Can you help me select 
a gift for a wealthy old aunt who is 
weak and can hardly walk?” 

Clerk: “How about some floor wax.” 


& 


BRIEF CAREER 

Snaky Joe: “What’s happened to the 
tenderfoot stranger who was here last 
week?” 

Alkali Ike: “Poor feller. The second 
mornin’ he wuz here he wuz brushin’ 
his teeth with some of that foamy tooth 
paste and one of the boys thought he 
had hydrophoby and shot him.” 


I'M BRINGING HOME 
THE FEED THAT 
MAKES THE BACON 


rs 


WHEE! NOW 
FOR SOME 
GOOD EATS 


“REPEAT” FEED BUYERS 


MAKE MONEY FOR YOU 


Quaker 
FUL Q PEP 
EGG MASH 


! 


It’s the way users continue to come back for 
more Quaker Feeds that makes dealers wenpy to 
handle them. Quaker Feeds pay nice pro 
feeders and dealers—bring “repeat” business— 
make new customers. 

Buyers “repeat” because Quaker Feeds give 
them the kind of results that mean more eggs, 
more milk, more pigs per litter and more 
pounds of gain. 


ts to 


Thousands of poultrymen, dairy- 
men, hog raisers and feeders stick 
to and use Quaker Feeds year after 
year because they produce satisfac- 
tory results and handsome profits. 

That’s why Quaker Dealers like 
to handle Quaker Feeds. They, too, 
make handsome profits. 


THE QUAKER OATS COMPANY 


Dept. 15-K . . 


141 West Jackson Blvd. ... 


CHICAGO, U.S. A. 
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The youth blushes when you praise 
im; the middle aged man thinks you 
are clever, and the old man turns the 
combination on his safe. 
* * * 
KNOCK ON WOOD 

Harold: “I like to take experienced 
girls home from band concerts.” 

Coed: “But I’m not experienced.” 

Harold: “No, and you’re not home 
yet either.” 

* * * 
NUDE DEAL 

Vera: “What color dress will you 
wear to the ball?” 

Edna: “We're supposed to wear some- 
thing to match our boy friend’s hair so 
I’m going in black.” 

Vera: “I think I'll stay home. My 
boy friend’s bald.” 


‘ Matrimony puts an end to more pet- 
ting than all the policemen put together. 
* * * 


DID HIS BEST 
Joe: “Did you fill your date last 
night?” 
Fred: “I hope so. She ate everything 
in sight.” 
* %* * 
BIG DIFFERENCE 
Tourist: “Say, son, how far is it to 
Bunkville?” 
Boy: “It’s 24,996 miles the way you're 
going but turn ‘round it ain’t but four.” 


CERTAINLY NOT 
Bride: “You must not expect me to 
give up my girlhood ways all at once.” 
Bridegroom: “Certainly not, my dear. 
Go on taking an allowance from your 
father as if nothing had happened.” 


OBEYING ORDERS 

Hiram: “Remember, doc, when you 
cured my rheumatism a couple of years 
ago you told me to avoid moisture.” 

Doctor: “Yes, that’s right.” 

Hiram: “Well, I’ve come to ask you 
if I can take a bath.” ‘ 

* 


GOOD EARTH 

Colored Boy: “Yassum, I’se named 
fum my parents. Daddy’s name was 
Ferdinand and mammy’s name_ was 
Liza.” 

Dealer: ““What’s your name then?” 

Colored Boy: “Ferdiliza.” 

* * * 


QUIET INDEED 

Susie: “Can we play store in here, 
mamma?” 

Mother: “Yes, but you must be very 
auiet.” 

Susie: “We will, mamma. 
tend we don’t advertise.” 


CORNHAY WEAKLY NEWS 

Chicken-hearted Percy Pink has 
launched a drive to have all axes re- 
moved from the sight of turkeys until 
the day before Thanksgiving. : 

Joe Spivis, local huntsman, failed to 
bag a single duck yesterday but got the 
limit from his wife when he came home 
two hours late for dinner. 


We'll pre- 
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SOMETHING HELPFUL Whenever a feed man sits down to a meal — 
WE ALL CAN DO he should always insist upon the service of 


ample portions of butter and cheese and ‘| 
also, when possible, of milk and eggs. 


The same old stuff, you say. And it is! But the story we are going to ' 
tell here (a story we have often told before) is one which must be more seri- 


ously considered as a personal obligation by every individual member of the 
feed industry. 


National Cheese Week is being celebrated from November 10 to 16. Let’s 
insist that cheese have a place on the table at every meal throughout the en- 
tire week. This is a good way to get started and once started — let’s not stop 


at the end of the week and let’s not forget the many other good dairy and 
poultry products. 


Hundreds of meetings of the feed trade are held throughout the United 
States each year and a luncheon, dinner or banquet is scheduled at most of 
them. You may believe it or not but cheese is rarely served at these meetings 


and often sufficient butter to cover a good-sized slice of bread is as hard to get 
‘as caviar. 


The officers of the Central Retail Feed Association have considered this 
matter and hereafter cheese will be served at every convention banquet and 
every district dinner meeting of that organization. Every other feed trade 
association and all feed manufacturers holding meetings of their dealers and 
salesmen should make the same resolution. 


Most influential of all prospective butter and cheese boosters are the 
feed trade’s traveling representatives. These salesmen spend considerable 
money for food and rooms and the hotels in their territories could easily be 
convinced of the advantages to be gained through regularly serving generous 
portions of butter and cheese. It’s up to the salesmen themselves, of course, 
to see that this is done. 


Boosting for increased consumption of poultry and dairy products is 
something we all can do, even as individuals, and something which can’t help 
but benefit our businesses. So to help our farmer customers, and to help our- 
selves — let’s have more cheese, butter, milk and eggs in our homes, at our 
feed trade meetings and at the hotels and restaurants we patronize. 


DAVID K. STEENBERGH. 
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Phones the country with 


RADIO 


n 


PUBLICATION ADVERTISING 


in 27 leading National and State Farm and 
Poultry Journals with over 8 million circulation 


PILOT BRAND 


OYSTER SHELL FLAKE 


gets the greatest program of selling support in 
the 15 years of advertising with these 
Printed and Spoken Messages 


IT ALL MEANS TO THE DEALER JUST THIS— 


hrough good, bad and indifferent times for 15 

years the Oyster Shell in PILOT BRAND bags 

GROW WITH has been always top grade—consistently superior. 
Every year it has been generously advertised to 


PILOT BRAND poultrymen. 


This year (obviously a big poultry and egg year) we add radio 
as a further aid to PILoT BRAND dealers— yes, a group of 
stations clear across the country, this supplementing 27 of 
the best publications in the field. 


Every poultyman customer you now have and hope to have 
will read and will hear in the spoken word about PILOT BRAND 
being the best and most economical to feed. 


Mind you, PILOT BRAND has already a National acceptance. OYSTER SHELL- 
It is bought by poultrymen all over the country. FLAKE 


When you add it all up, the answer is, that PILOT BRAND 
will sell faster than ever before and with more profit to you 
and your customer. Send us your order now or write for 
our delivered carload price. 


OYSTER SHELL PRODUCTS CORPORATION 
New Rochelle, N. Y. St. Louis, Mo. London, Eng. 
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Who Pays the Cost of Fire Losses? 
One of Victims Is You 


How Insurance Rates Are Established 


By Arthur Eggen 
Representative, The Mill Mutuals 

OST of us get a childish thrill 
M when a fire engine races by, 

and we are apt to speed it on 

its way with the hope that the 
property involved is well insured. In 
this respect we are much like a certain 
gentleman on his first sea voyage. Dur- 
ing a storm he was informed by a fran- 
tic wife that the boat was_ sinking. 
“What do we care,” he said, ‘““we don’t 
own it.” 

If we would stop to realize that we, 
the public, are paying for the gasoline 
that is propelling the fire engine down 
the street and are paying for the prop- 
erty which is so merrily crackling in 
the flame, perhaps we would get a 
shock instead of a thrill. Unfortunate- 
ly a great many people do not realize 
that. To them there is an abstract 
thing called an insurance company, pay- 
ing all the expenses. 

Insurance a Business 

There are people who still liken an 
insurance company to a crotchety old 
gentleman of unlimited wealth who 
hands out his money grudgingly and 
sparingly. If the truth were known, 
many actually take pleasure in making 
him pay. This is because they have 
the wrong .conception of insurance 
companies. 

An insurance company is merely an 
organization through which the many 
pay the losses of the few. It has no 
mythical source of income and has no 
magical formula by which it can create 
wealth. It is largely a collection and 
distribution agency. It collects pre- 
miums to pay losses and expenses. 

That immediately brings up the ques- 
tion of where the premium dollar goes. 
According to many laymen an unusual- 
ly large part of it lingers with the in- 
surance company and only a small part 
finds its way to pay losses. That is 
not correct. On an average 56 per cent 
of the premium dollar goes to pay 
losses. The remaining 44 per cent pays 
dividends and expenses. 

The first demand on this 44 per cent 
is for salaries of employees. Hundreds 
of thousands of persons are employed 
by insurance organizations and they 
constitute one of the most stable eco- 
nomic units in our national set up. 
Their purchasing power is tremendous 
and contributes to the support of every 
merchant and business man. 

Taxes take their cut and are the 


avenue through which the _ insuring 
public directly supports fire depart- 
ments. Every state takes another cut 


in the form of filing fees and licenses. 
Rating bureau organizations also come 
in for their share. Last but not least 
is the cost of fire prevention engineer- 
ing supported by insurance companies. 
Internal Combustion Engines 
Take as an example the internal com- 
bustion engine. Years ago it was one 
of the principal sources of motor power 


for elevators and feed mills. 


It is un- 
necessary to relate that internal com- 
bustion engines were a prolific source 
of fire and a great many inspection 
standards developed around them. How- 


ever, they continued to burn them- 
selves into the disfavor of owners and 
insurance executives. No matter how 
they were installed fire came suddenly 
and unexpectedly. A typical example 
is a large warehouse in northern Min- 
nesota. It was powered by a small 
engine with a gas tank in the base. 
Several workmen were employed about 
the place when there was suddenly a 
flash and almost instantaneously the in- 
terior of the building was on fire. The 
workmen did not even have time to 
recover their coats which were hanging 
very close to the place they were work- 
ing. 
Analyze Backfire Causes 

The owner said something went 
wrong with the engine, but he was not 
able to diagnose the case or locate the 
point of infection so that a_ specific 
remedy could be applied. The same 
thing was true in numerous other cases. 
Then fire prevention engineers paid by 
insurance companies got on the job and 
spent a few years in study and experi- 
ment. 

They finally hit at that thing called 
backfire. Immediately that brings to 
mind the loud reports that you often 
hear from automobiles which in Chicago 
sometimes send the pedestrians scurry- 
ing. However, these noises are not 
caused by backfiring. They are merely 
explosions of unburned gas in the muf- 
fler. Backfire is quite a different thing. 

An internal combustion engine con- 
tains valves which open when fuel is 
being drawn from the carburetor. If 
for some reason these fail to close be- 
fore the fuel is ignited in the cylinder, 
the explosion which is intended to exert 
itself against the piston is projected 
back into the carburetor expressing it- 
self by a flash from the air intake. If 
the engine has been misbehaving be- 
fore this, a great deal of unburned gas 
may be in suspension in the air. If 
so, this immediately takes fire which 
causes a rapid propagation of the flames 
and is exactly what happened in the 
warehouse case just mentioned. 
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After insurance engineers had _ thor- 
oughly diagnosed the gas engine ail- 
ment and determined the nature of the 
disease which was causing owners and 
insurance companies so much worry, a 
remedy was quite simple. As a result, 
losses from backfire have been elimin- 
ated where the recommendations of the 
engineers have been followed. 

This is a typical example. There is 
a similar story in connection with a 
great deal of other equipment used in 
feed mills and elevators. Take as an 
example the enclosed fan cooled motor 
which is the pride of electrical manu- 
facturers. It was developed at the in- 
sistence of insurance engineers in spite 
of the opposition of the manufacturers 
themselves. We have already said the 
public pays the premiums and if these 
developments were at the expense of 
insurance companies then they must 
have been at the expense of the public. 
That is true but they have paid tre- 
mendous dividends. 


Rates Are Reduced 

As a direct result of these improve- 
ments the trend of fire insurance 
rates has been continually downward. 
As a specific example the average rates 
of one company specializing in feed 
mill and grain elevator insurance was 
$2.32 in 1904. Today that company’s 
average rate is $1.10. This represents 
a decided saving to the policy holder 
and is a direct result of fire prevention 
work. 

This may suggest that insurance 
might be had in companies not support- 
ing such fire prevention work with the 
result that the cost of the insurance 
would be less. That is true and for 
the time being at least the policyholder 
might get sound insurance. It is also 
possible for a business man to stay in 
business without being a member of a 
trade organization largely responsible 
for conditions which made the success 
ot his business possible. Fortunately 
American business men are not so nar- 
row minded. 

We have said that insurance com- 
panies collect from the many to pay the 
losses of the few. We should have 
added the word “equitably” because by 
a complicated system of rating the 

(Continued on page Twenty-two) 
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MICHIGAN 


Milan mill, Milan, built more than 
100 years ago, has been purchased by 
Henry Ford and his associates. 

General Fuel Co., Grand Rapids, has 
changed its name to the Miedema Fuel 
& Feed Co. 

Homer Feed & Grain Co., Homer, 
has purchased the entire property and 
equipment of the Homer Farmers Ele- 
vator Co. 

Cooperative Elevator & Milling as- 
sociation, Pigeon, is constructing a new 
warehouse which will connect its ele- 
vator and mill. 

Farmers Cooperative Elevator Co. 
plant, Vriesland, which was badly dam- 
aged by fire resulting from a bolt of 
lightning, is being repaired and is ex- 
pected to be in full operation soon. 


Cooperative Buying Planned 
By New Association 


liance, Inc., has been formed by S. 

QO. Blair, formerly of Farm Serv- 

ice Stores, Inc., to provide a co- 
operative buying service for members. 
Headquarters and warehousing facilities 
have been established at 1236 Jackson 
street, N. E., Minneapolis. 

More than 40 independent feed deal- 
ers of the Northwest have been en- 
rolled in the set-up. A management 
and accounting service as well as pur- 
chasing is expected to be offered to the 
members in the near future. 

Assisting in the management of the 


[ ine, nas Feed Dealers Al- 


THIS 


of 


that as a fact. 


house. 


BUSINESS 


Making Eggs 


Eggs are made by feeding. We all accept 
What is not so well un- 
derstood, however, is the fact that there 
is a big difference in egg-making value 
between different feeds. 
list the same ingredients on the outside 
and yet be far apart in results. 
buying is blind buying unless it is based 
on the name and reputation of a reliable 
Behind Sterling and Northland 
feeds stand the experience, facilities and 


Two sacks may 


Feed 


leadership of Northrup, 
King & Co. Here are proved 
egg-making mashes you 
can recommend! 


For economy, order by mixed car. 


NORTHRUP, KING & CO. 


MINNEAPOLIS, MINNESOTA 


Dependable 
Since 1884 
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organization will be an advisory board 
consisting of Clarence Harvey, Winona 
Flour & Feed Co., Winona, Minn.; C. 
R. Jackson, Jackson Flour & Feed Co., 
Detroit Lakes, Minn.; Norman John- 
son, Owatonna Farmers Elevator & 
Mercantile Co., Owatonna, Minn., and 
M. A. DeWerd, M. A. DeWerd Mill- 
ing Co., Olivia, Minn. 

The buying of feed ingredients with 
the exception of millfeeds will be 
bandled by the Walter Haertel Pro- 
ducts Co., Minneapolis, and arrange- 
ments for flour and millfeed buying 
have been made with A. G. Bemmels, 
815 Chamber of Commerce building, 
Minneapolis. 

Large lots will be bought by the In- 
dependent Feed Dealers Alliance and 
distributed to the members as needed. 
Present plans include the handling of 
a full line of feed ingredients, flour and 
mixed feeds which will be manufactured 
under special formulas and marketed 
under the alliance’s brand. Sidelines 
such as twine, poultry equipment, will 
also be handled. 

Mr. Blair, president and general man- 
ager of the organization, announces that 
plans for expanding the membership 
will be pushed as rapidly as business 
warrants and that the advisory board 
will be enlarged as the movement 
spreads to additional territories. 

“The average feed dealer,” he said, in 
outlining the plans of the alliance, “has 
been compelled to spend most of his 
time in buying in order to compete with 
modern methods of merchandising. 
There is a real need for cooperation 
among independent dealers on the pur- 
chasing end of their business and it is 
our aim to fulfill this need. Eventually 
the idea can be extended to include all 
branches of the feed business.” 


MR. AND MRS. Charles Swanson, 
Grand Rapids, Minn., are planning to 
open a feed business in Bigfork, Minn., 
and expect to construct a store building 
fronting the highway. 


ST. MICHAEL FEED MILL, St. 
Michael, Minn., has been opened for 
business under the management of Emil 


Weber. 


B. O. WIGGENS & SON have sold 
their flour and feed business at Crosby, 
Minn., to George A. Nelson, owner of 
the Range Flour & Feed Co., Ironton, 
Minn. John Boley will be manager of 
the Crosby store. 


$150,000 FIRE 

Listman milling plant, LaCrosse, 
Wis., was destroyed by a fire that en- 
dangered the entire business section of 
the city, October 28. Loss was esti- 
mated at $150,000. The plant was 
owned by the Kansas Flour Milling Co., 
and since 1918 had been used for stor- 
age purposes. 


COVER & PALM CO., Lowell, 
Mass., has been incorporated with a 
capital stock of $100,000 to deal in feed, 
flour, grain, seed and hay. Incorpora- 
tors are Nels A. Palm and Frank G. 
Cover, both of Lowell, and Frederic 
A. Snow, Chelmsford. 
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Study of Nutritional Value of Yeast 
And Yeast Feed Mixtures 


By H. A. Halvorson 


Division of Feed and Fertilizer Contro!, St. Paul, Minn. 


LYTHOUGH yeast and the con- 
A trol of yeast-fermentation were 

known to even the most ancient 

nations, accurate statements re- 
garding the merits of this substance as 
a feed ingredient are based on compar- 
atively recent experiments. Subsequent 
to and largely as the result of the dis- 
covery of vitamins, it was added to the 
extensive list of foods available for 
poultry, livestock and household pets. 
Studies of the nutritive properties of 
yeast reveal that it supplied adequate 
amounts of vitamins B and G, and also 
the antirachitic vitamin D, when prop- 
erly irradiated by means of carbon arc 
lights or mercury vapor quartz lamps. 


Making Yeast Feed 


When yeast is produced commercially, 
the process is started in the laboratory 
from a pure culture. After develop- 
ment in test tubes and flasks, the pure 
yeast strain is allowed to grow on liquid 
nutrient wort in large fermenting tanks. 
Upon the completion of the growing 
period, the contents of the fermenting 
tanks are pumped to high speed cen- 
trifugals, which separate the yeast from 
part of the spent wort. This suspen- 
sion of yeast cells, which is about the 
consistency of light cream, is pumped 
into filter presses where the yeast is 
separated from the remainder of the 
spent wort. The moist miass from the 
presses is mixed with water and 
pumped into large vacuum driers. After 
drying the yeast is pulverized and 
packed for shipping. 

Chemical analysis shows that non- 
adulterated commercial yeast contains 
several useful minerals and that it is 
rich in the digestive nutrients, particu- 
lariy protein, which amounts to 45 per 
cent or more of the dry product. Never- 
the-less a recent survey reveals that 
there is a great diversity of opinion 
among experimenters regarding the 
feeding efficiency of yeast and its eco- 
nomical use in the rations of poultry 
and farm animals. 

Reasons for Doubt 


The following may account for the 
lack of confidence of some feeders and 
control officials in claims for the value 
of yeast in feeding practice: 

1. No official definitions and stan- 
cards for yeast products. 


2. Inaccurate and conflicting adver- 
tisements of some distributors. 

3. Statements on labels of some 
mixed feeds claiming the presence of 
organic acids, enzymes and several or 
all of the vitamins, due to the action 
of yeast. 


4. The high cost and great varia- 
tion in prices of different brands of 
products which are fow in protein but 
represented to be yeast. 

A standard based on protein and ash 
(with specifications for percentages of 
potassium, phosphorus, calcium, and 
iron in the ash of the sample) would aid 


in distinguishing pure yeast from sub- 
stitutes or adulterated products. It is 
merely fair that the common yeast and 
grain mixtures should be designated 
“feeding products with yeast” as the 
protein content ranges from 9 to 20 
per cent only; and they seldom contain 
over ten or twelve per cent of pure 
yeast, the other ingredients being usual- 
ly one or more of the following: corn 
meal, rye meal, wheat bran, wheat mid- 
dlings and ground barley. 

The adoption of definitions and 
standards is desirable since it would 
eliminate many of the inconsistencies re- 
garding the quality and cost of the 
various yeast feeds offered for sale. 
This end is being sought at present by 
a committee of the Association of 
American Feed Control Officials. 

Effect of Living Cells 

Many manufacturers insist that un- 
equalled virtue resides in the protein, 
fat, carbohydrate or vitamin constitu- 
ents of yeast, which contentions have 
not yet been demonstrated on an eco- 
nomical and practical basis by experi- 
mental evidence. A few producers 
claim that yeast’s peculiar value is in- 
kerent in the yeast cells and that the 
fermentation caused by them is very 
beneficial. According to these manufac- 
turers the merit of yeast for feeding is 
proportional to the number and virility 
of the living cells present; a statement 
which seems to fall of its own weight 
because most of the yeast used in feed- 
ing experiments with laboratory ani- 
mals is devoid of live cells. The con- 
clusion that yeast should be fed be- 
cause of the enzymes it contains, or 
which it will produce on fermentation, 
and their beneficial effect on farm ani- 
mals and poultry, has not been sup- 
ported by experimental evidence which 
is at all adequate. The fermentation of 
food in the digestive tract through the 
action of enzymes contained in yeast 
has not been investigated in a thorough 
manner, although it is believed no di- 
rect harm results from such action. 

Several manufacturers definitely dis- 
courage the marketing of yeast for fer- 
menting a mash before it is eaten, be- 
cause, as one producer states, the aver- 
age farmer is not equipped to properly 
sterilize his utensils and protect the 
mash against the development of for- 
eign organisms. This manufacturer also 
contends that all feeding yeast should 
be made from fresh compressed bak- 
ers’ yeast, which is free from wild va- 
rieties (micaderma) and foreign 
stances, and in which the dead yeast 
cells do not exceed five per cent. For 
the regular trade he would subject the 
yeast to quick drying at temperatures 
which would destroy the fermenting 
powers but not the vitamins. For such 
feeders as demand fermenting power, he 
suggests that yeast may be dried at 
temperatures sufficiently low to retain 
the maximum number of cells in a vi- 
able condition and likewise preserve the 
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vitamin content. 

It may be well also to distinguish 
between yeast grown entirely on inor- 
ganic nitrogen and the product grown 
on grain. It is believed that an ample 
supply of grain will assure a high vi- 
tamin B potency. For that reason 
grain-grown yeast is richer in vitamin 
B than yeast grown on a combination 
of molasses and ammonium salts. 

At least one producer has claimed 
the presence of vitamins A, E and D, 
as well as vitamins B and G on the 
label of his product. Tests have been 
made in the Minnesota feed control 
laboratory of the antirachitic activity of 
several products represented to be ir- 
radiated yeasts. Three samples of these 
products which claimed to protect poul- 
try against the development of rickets 
were shown to contain no vitamin D. 
On the other hand one sample of a 
pure dried irradiated yeast proved very 
satisfactory as a source of vitamin D 
when fed to chicks at the five per cent 
level. 

The protein content of 14 samples of 
yeast feed mixtures examined in the 
Minnesota feed laboratory varied from 
9.6 to 18.6 per cent, while the price 
paid by the consumer ranged from 
$4.50 to $20.00 per hundred-weight. 
Three samples classed by this labora- 
tory as pure yeast (irradiated or non- 
irradiated) ali contained about 45 per 
cent protein. 


Yeast vs. Dry Milk 

Comparing dried buttermilk and 
dried skimmilk containing an average of 
32 per cent protein with dried yeast 
containing 45 per cent, it is evident 
that approximately 1.4 pounds of either 
of the dried milk products is required 
in order to contribute a protein content 
to a ration equal to that of one pound 
of dried yeast. Therefore on the basis 
of protein content alone, pure dried 
yeast would need to sell at $0.07 per 
pound to compete with dried milk pro- 
ducts at $0.05 per pound. Although 
dried yeast is generally recognized as 
the most potent plant source of vitamin 
G and may contain from two to three 
times the vitamin G content of dried 
milk products, it has been authorita- 
tively stated that both the vitamins B 
and G can be obtained more economi- 
cally from feed ingredients other than 
yeast. Considering the common ration 
ingredients it is well known that grains 
supply ample vitamin B. 

As a result of repeated feeding trials 
covering two years, Halpin and Holmes 
of the Wisconsin experiment station 
found that a ration for chicks contain- 
ing adequate vitamin B was not im- 
proved by the addition of yeast, either 
in the dry or moist state. It was noted 
that the addition of yeast increased both 
the cost of the ration and the number 
of pounds of feed required to produce 
a pound of gain. 

These investigators used as a basal 

(Continued on Page Seventeen) 
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The Larrowe Milling Company, Detroit, Michigan 
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diet the standard Wisconsin chick ra- 
tion consisting in parts of ground corn 
45, wheat bran 15, standard wheat mid- 
dlings 15, dried skim-milk 12, meat and 
bone meal 6, aifalfa leaf meal 3, lime- 
stone grits 3, and common salt 1. 
Groups of chickens were fed the above 
ration supplemented with 1 per cent and 
3 per cent respectively of live yeast. 
To some of these groups the mash was 
fed unfermented, but to others the diet 
was allowed to ferment for 20 hours 
at 70° F before being fed. A _ special 
group received the basal ration sup- 
plemented with 3 per cent autoclaved 
yeast. 


Results of Experiments 


Records of feed consumption and 
growth curves for a period of 20 weeks 
showed that it required 4.4 pounds of 
feed to produce one pound of gain in 
birds which received no yeast. For 
chicks in groups receiving yeast, the 
feed requirement per pound of gain 
ranged from 4.5 to 6.7 pounds, being 
highest in the chicks which received 
the fermented ration. It was also noted 
that the mortality was highest in the 
groups fed mash which had undergone 
fermentation. 

In some of the feeding experiments 
at the Wisconsin station, it was no- 
ticed that young chicks were effected 
by serious disturbances and even died 
as a result of eating a cooked ration. 
The same diet, however, produced ex- 
cellent growth when fed without pre- 
vious cooking. On the cooked ration 
the chicks developed polyneuritis which 
was corrected by adding vitamin B con- 
centrates to the feed. Chicks which de- 
veloped pellagra from eating cooked ra- 
tions were cured by the addition of 
autoclaved yeast to the diet, but were 
not cured of this disease by the addi- 
tion of vitamin B concentrate. The 
foregoing apparently proves that the 
heating methods employed do not des- 
troy any nutritional factor necessary 
for normal growth cf chicks except the 
vitamins mentioned. When the dry feed 
was held at 212° F (the boiling point 
of water) for 24 hours, the vitamin B 
was not impaired, but keeping the 
moistened ration at the same tempera- 
ture for only four hours destroyed all 
the vitamin B activity. Acids in the 
ration seemed to prevent the destruc- 
tion of vitamin B in the heating pro- 
cess, while a slightly alkaline reaction 
in the feed resulted in a more rapid 
loss of this vitamin. 

Steenbock and Scott report that the 
vitamin D content in the yolk of eggs 
varied from one rat unit in 3 grams 
from summer laid eggs to one rat unit 
in 14 grams from winter eggs. When 
the hen’s ration included one per cent 
of irradiated yeast they found one rat 
unit in one-half gram of yolk. In other 
feeding tests by Halpin and associates 
eggs from hens receiving a regular ra- 
tion of ground grains, milk powder, 
and meat scraps were compared with 
eggs from hens receiving a similar ra- 
tion fortified with 3 per cent of yeast. 
The vitamin B content of the yolk in 
the yeast-fed hens was increased about 
one hundred per cent and the vitamin 


G content approximately 50 per cent. 
The same results can be secured, how- 
ever, at a lower cost in most cases by 
means of leafy vegetables and milk. It 
may be added that since it is not cus- 
tomary to evaluate eggs on their vita- 
min B and G content, this discovery 
that vitamin B and G can be increased 
by feeding yeast is of more academic 
interest than of practical importance. 
Vitamins in Milk 

By means of irradiation, because of 
the ergosterol present, yeast has its 
value enhanced when used as a feed for 
cattle to produce milk rich in vitamin 
D. This is a significant development, 
since the feeding of cod liver oil or ir- 


radiated roughages known to be car- 
riers of vitamin D have failed to pro- 
duce milk of the required antirachitic 
value. The effect is apparently spent 
within the body of the animal since 
very little if any of the vitamin fed 
appears in the milk. On the other hand 
when highly potent irradiated yeast is 
fed, a several-fold increase of vitamin 
D occurs in the milk as shown by rat 
feeding tests. 

Manufacturers of irradiated yeast 
suitable for the purpose have made 
available in booklet form and by other 
means the result of experiments which 
show the efficacy and advantages of 
this method for the production of vi- 
tamin D milk. There are, however, sev- 
eral other methods for improving the 
antirachitic potency of cows’ milk, 
which have no relation to the vitamin 
D in the animal’s diet, and with which 
the _irradiated-yeast-feeding method 
must compete on a cost basis. 


H. A. Yeaton Refuses to Grow 


‘Old’ in 

F experience means anything the 
| words of H. A. Yeaton, veteran 

feed dealer of Portsmouth, N. H., 
should rival those of Solomon in 
their significance. 

Mr. Yeaton has already wrestled with 
the retail feed and grain business for 
51 years himself, carrying on a famiiy 
concern which has existed in the same 
spot for 78 years. But despite being 
the oldest feed store in Portsmouth, 
Yeaton’s is still among the most pro- 
gressive when it comes to adapting 
sales and service policies to meet 
changing current demands. 

“When my grandfather, J. Brooks, 
started this business in 1857, 95 per cent 
of his customers came here to the door 
and carried away their orders, but teday 
95 per cent of the business must be 
solicited and delivered,’ observed Mr. 
Yeaton by way of illustrating the ex- 
tent to which an organization must be 
changed. 

“Plenty of missionary work among 
customers and prospects is absolutely 
necessary now in order to maintain suf- 
ficient volume to meet increased over- 
head expenses. For that reason our de- 
livery men must be more than mere 
truck drivers. They’ve got to be good 
salesmen, and must understand feeding 
problems well enough to give compe- 
tent advice in a tactful manner.” 

Asked to explain what he felt was 
the biggest obstacle to the operation of 
a successful retail grain business in a 
comparatively large community like 
Portsmouth, Mr. Yeaton remarked: 

“We fear no one who operates a feed 
store of his own, but the selling of 
feedstuffs in chain grocery stores is 
rapidly becoming a real menace. Their 
advantage over us in location is rapidly 
diverting the valuable small order cash 
trade away from us. 

“What to do about it? Well, some 
believe the establishment of a small 
Gown town branch store might solve 
the problem, but I doubt it. In the 
first place, the additional overhead 
would probably neutralize the profits. 
Furthermore, I doubt very much if a 
feed store in the shopping center would 
go far toward changing the growing 
tendency of people—always in a hurry 
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Feed Business 


—to buy as great a variety of supplies 
as possible in one spot. Yes, sir, it 
looks like traffic problems and money 
problems are bringing about a throw- 
back to the old general store idea. And, 
with all the property we've got tied 
up here, we certainly can’t afford to 
start a general store of our own to 
fight for that angle of the trade, valu- 
able as it is. 

“To my way of thinking, our salva- 
tion in this field must come through 
capitalizing more effectively our deliv- 
ery, credit and educational services. It 
is possible, of course, that we feed deal- 
ers might do a better job in this respect 
with some sort of cooperative effort. At 
least such an investment would pay 
more dividends than mere waiting and 
hoping.” 

Mr. Yeaton recalled that, in the old 
days, all grain coming to Portsmouth 
was shipped in by water. Coarse bran 
piled in to keep the cargoes from shift- 
ing, was shovelled overboard in port 
to get at barrels of flour. Finally some- 
bedy discovered the food value of bran 
for cattie, so they began retailing it at 
25 cents a hundred. 

The first all-rail corn to be received 
anywhere in New England was a 5-car 
shipment of “high-mix” delivered to 
Mr. Yeaton’s grandfather in 1866. 


ORVILLE FLISS has purchased the 
Spencer feed mill, Spencer, Ia. 


W. A. CUTLER DIES 
William A. Cutler, Cutler-Dickinson 
Co., Adrian, Mich., former president of 
the National Hay association, and 
widely known in the retail feed indus- 
try, died suddenly October 20. He was 
64 years old. 


AT HOSPITAL 
Joe Free, Milwaukee Tallow & Grease 
Co., Milwaukee, is convalescing at Mt. 
Sinai hospital after a severe attack of 
blood poisoning which resulted from an 
injury sustained when he caught his 
thumb on a rusty nail. Mr. Free’s many 
friends will be glad to learn that he 
is now on the road to recovery after 

a valiant fight for his life. 
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THEISEN BROS. have opened for 
business at Cold Spring, Minn. They 
will deal in feeds and farm produce. 
Henry Theisen is the active partner in 
the firm. 


REWARD FOR SERVICE 

The 50th anniversary of Charles 
Ebert’s connection with the corn pro- 
ducts industry and the Corn Products 
Refining Co., New York, N. Y., was 
recently celebrated at a dinner given 
in his honor. The entire executive staff 
of the company and more than 200 of 
Mr. Ebert’s business associates and 
friends were present. He was highly 
complimented by speakers for his con- 
tributions toward the development of 
important manufacturing processes and 
was the recipient of many gifts and 
congratulatory messages from foreign 
as well as local manufacturing units. 


his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Horse Sense 


In Wisconsin a _ dealer forcefully 
called the attention of his customers to 
the necessity of feeding a balanced ra- 
tion. He placed a small quantity of oats 
in a cellophane sack and attached it to 
a letter which read: “And then the 
horse died. It’s a sad tale about Dob- 
bin. He up and died. In the interest 
of economy Farmer Jones cut Dobbin’s 
ration of oats and hay little by little 
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each day until his ribs pierced through 
his skin and he laid on his side and 
expired.” The letter continued, em- 
phasizing the fact that it was suicide 
to deprive the poultry flock of ingre- 
dients necessary for bodily vigor and 
egg production to save on the cost of 
feed. The dealer concluded with a par- 
agraph pointing out that the mashes 
which he handled were properly bal- 
anced, giving the hen all she needed 
and still sold at a nominal price. Those 
receiving the letters were invited to 
come in and talk it over. The response 
to the idea paid for the cost of getting 
it out many times over in actual sales. 


Pumpkin Contest 


_ About three weeks before Thanksgiv- 
ing a Michigan dealer placed a large 
pumpkin in his window and surrounded 
it with a display of poultry mashes and 
dairy feeds. On a large placard he 
printed the announcement that he would 
award 100 pounds of feed to the person 
guessing the number of seeds inside 
the pumpkin. Those entering the con- 
test were required to place their names 
and addresses with their estimate on a 
slip of paper. The idea attracted a 
large number of entrants and the names 
and addresses furnished the dealer with 
a splendid list of prospects. 


Credit Check 


Believing that the experiences of 
other merchants in different lines of 
business in the same town were similar 
in many respects to his own an Iowa 
feed dealer called a group of business 
men together in his office. The dis- 
cussion centered around the credit rat- 
ings of various customers. It was dis- 
covered that those who owed the feed 
store owner were also delinquent in sev- 
cral other places. The business men 
agreed to cut off their credit, pool the 
amount they owed and cooperate in 
forcing collection. Aside from this, 
many merchandising ideas were ex- 
changed that could be appropriately 
used in different lines of business. Reg- 
ular monthly meetings of this nature 
are now being planned. 


Best First 


A Pennsylvania feed dealer who 
handles several lines of products always 
makes it a point to show the most ex- 
pensive to a prospective customer first. 
If he cannot succeed in selling him this 
item he passes on to the cheaper one. 
The dealer points out that the customer 
may buy the more expensive product 
and thus enable him to make a larger 
profit. If he doesn’t want the highest 
priced article, the other seems cheap 
to him by comparison. The dealer also 
makes a practice of trying to interest 
the customer in other items outside of 
that which he has come in to buy. By 
power of suggestion, many additional 
sales are often made. 
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is, in these days of changing merchandising ideals, 
faced with the problem of outside selling. ‘“Who 
shall do it?” he asks. “Shall I hire an outside sales- 


W's. in ti he wishes it or not a farm supply dealer 


man?” 

In some cases a permanent outside salesman will be the 
solution—but not in all. The dealer must consider that em- 
ployment of an outside salesman will raise his overhead 
materially. Possibly the wisest plan for a dealer not now 
employing an outside salesman will be to use such sales ability 
as already exists in the organization until such a time as a 
full time salesman may be warranted. 

Proprietor an Outside Salesman 

The proprietor of a mercantile business should be the 
most valuable man in the organization. His efforts should be 
placed where they can make the most money for the firm. 
If he is sales minded (and if he isn’t he should hardly be in 
a retail business) that place is where most sales are to be had. 
He can make more money selling than he can attending to 
details around the store. 

Even though you are in a store to which lots of farmers 
come, the fact that they do come indicates that they are 
already partly sold. Chances are your clerks can sell them. 
You should be concerned about the many other possible cus- 
tomers who do not come into your store. It is the old story 
of Mohammed and the mountain. If the mountain (the farm- 
ers you are not selling) won’t come to you, why then be wise 
and go to the mountain. 

Partnerships have found it very satisfactory to divide 
time for outside selling. One of South Dakota’s most suc- 
cessful firms operates daily sales routes on this basis. One part- 
ner goes out on Monday and another on Tuesday and so on. 
Even though it is impossible for a firm to employ a sales- 
man, if the proprietor can do that work there is a definite 
advantage in it. One New York dealer says: “I make all my 
calls myself believing that personal contact with the con- 
sumer is far more effective than that of employed salesmen.” 

But how about “one man” stores—those run by a pro- 
prietor, possibly with the assistance of an office girl or a 
truck driver? That does complicate things but there are 
dealers of that class sufficiently aggressive so that they have 
overcome the apparent handicap. One such dealer observed 
that hardly anyone came into the store during certain hours 
of the day. He actually closed up during those hours several 
days a week and went out into the country. Other dealers 
—and the writer personally knows of quite a few—find that 
after supper is an ideal time to make farm calls. Chores are 
over then, the family is together, interruptions are few. 

Practically every organization employing one or more 
clerks could release at least one of them during part of the 
day—and that’s exactly what a number of farm supply dealers 
are doing. A man will spend a part of the time in the store 
and part of the time out calling on the farmers. As such a 
part time salesman builds up a sales route and increases busi- 
ness he will gradually spend less and less time in the store 
and more time outside until later he will become a full fledged 
outside salesman. Then a new inside clerk may be hired. 
The store training program will provide for the advancing 
of men in this way. 

Very often, too, a truck driver is sufficiently competent 
to do some selling as he makes his deliveries. The right 
calibre man can be trained to call upon new prospects and do 
an acceptable selling job. 

Before Employing a Salesman—Consider 

1—Are you using your present available force to the 

fullest advantage in sales work? 
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Merchandising Farm Supplies 


Chapter 8. Shall 1 Employ Outside Salesmen 
By F. Harvey Morse 


2.—Are the sales possibilities of your territory sufficient 
to justify the employment of a salesman? Can he be expected 
to secure enough additional business to pay his salary and 
make you a profit? 

3.—Can you find a sufficiently high type man in your 
community at the salary you can afford to pay? Probably 
more dealers have become “soured” on outside salesmen be- 
cause of poor selection of men than for any other single 
reason. A good man is worth his price; a poor one is costly 
regardless of what you pay him. 

What Are Outside Salesmen Doing? 

Outside salesmen, when handled under proper conditions, 
do pay. Such is the verdict of a hundred dealers personally 
studied by the writer. Of these dealers, 63 per cent actually 
employed outside salesmen and 37 per cent handled outside 
selling through the proprietor or partner or clerks. Among 
the dealers studied were those employing outside salesmen 
for periods ranging from two to 15 years. 

The percentage of business coming through outside sales- 
men naturally depends upon the amount of time those sales- 
men spend in selling. In the case of some firms whose clerks 
spend an hour or so a day selling the percentage of business 
will range from 5 to 10 per cent. On the other hand, dealers 
with full time or practically full time salesmen report that 
from half to 90 per cent of their volume is the result of out- 
side selling efforts. Some of this business might now come 
in anyway were outside selling efforts discontinued but much 
of it wouldn’t—particularly if competitors did outside selling. 

Of fifty-four dealers commenting specifically on the ques- 
tion, ‘Do outside salesmen pay?”, forty-one stated in positive 
terms that they are convinced that it pays them. This is par- 
ticularly true in the case of dealers handling a varied line of 
products all of which the salesman can offer to his customers. 

One dealer strongly in favor of outside salesmen pointed 
out that his man was a losing venture for the first six months. 
Several other dealers reported similar experiences which indi- 
cate that when you do put an outside man don’t expect big 
results too quickly—give him a chance to build solidly. 

Some dealers point out that they often use their sales- 
men to make collections and figure that at least part of their 
salaries is earned in that way. Another dealer throws a dif- 
ferent light on the situation by saying: “We are absolutely 
sold on regular outside salesmen; maybe not so much on 
actual sales, but we find the contact that we maintain with 
our customers is very valuable—and we do make sales to 
prospects long after giving up hope of selling them. Some- 
times prospects have come in months after they were called 
upon for products the salesman had been trying to sell them.” 

Paying Outside Salesmen 

At the time this study was made the average salary paid 
by dealers to outside salesmen ran between $25.00 and $30.00 
a week. A majority of dealers are paying on a straight salary 
basis although a growing number are combining a salary with 
a bonus. A Nebraska dealer for instance pays $15.00 a week 
salary and ten cents a bag commission on feed, seed and fer- 
tilizer. A Minnesota dealer pays $25.00 a week salary and 
fifty cents a ton on all feed sold. A Utah dealer with three 
outside salesmen pays $90.00 a month and in addition 3 per 
cent on all sales over $2,500.00. A large Arkansas dealer pays 
$200.00 a month plus 5 per cent of the net profit from the 
business brought in. 

Dealers who have tried this combination plan are enthu- 
siastic over it. The salary removes a certain feeling of un- 
easiness that accompanies any straight commission plan of 
payment; the bonus is an incentive to more intensive selling 
efforts. As far as possible, bonus should be paid at least 
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monthly. 

In deciding whether you can afford an outside man don’t 
overlook the expenses of operating a car which are to be 
added to the salary. Even though a man owns his own car 
the company will probably have to pay the upkeep and oper- 
ating expenses. 

The investigation indicated that the men employed by 
these particular dealers were earning at least as much as they 
could earn in other positions in the same section—in some 
cases more. These merchants in other words are following 
a recognized principle that payment should be maintained 
at or above market value. This is economically sound pro- 
cedure, because cheap labor is very likely to be most expen- 
sive in the end. A Texas dealer, to mention a specific case, 
found that the salesman among three, who returned the 
greatest profit to the firm, was the one drawing the highest 
salary! 

Another interesting variation of bonus payments is rep- 
resented by a plan worked by another Ohio dealer. The 
details are covered completely in an employment agreement 
made with the salesman when hired. Here is a copy: 


Employment Agreement 


In consideration for the salary herein mentioned, entered 
into by and between the Jones Feed Co., Buckeye, Ohio, and 
John Smith, Buckeye, Ohio, witnesses: 

1.—That the company engages the services of the sales- 
man for the period beginning October 1, 1931 and ending 
with the termination of this agreement for any reason. 


J. M. SPANGLER, owner of the 
Spangler Flour Mills, Spangler, Pa., has 
purchased the J. H. Ramier mill, 
Grantville, Pa. 


LMER ZUCK has started construc- 
tion of a new feed mill at Lanark, IIL, 
which will replace his present estab- 
lishment. 


2.—The salesman agrees to devote his entire time to the 
work of the company. 

3.—That the salary to be paid salesman shall be at the 
rate of $30.00 per week payable at the end of each week. 

4.—That the company requires detailed daily reports and 
satisfactory progress in educational courses furnished by man- 
ufacturers of products we handle. 

5.—The salesman shall live in Buckeye, Ohio. 

6.—In addition to salary the company agrees to pay a 
sliding scale bonus as shown by the following table, no 
bonus to be paid unless the salesman sells the minimum quota 
of 40 points per month. Bonus is to be paid on all points 
thereafter as follows: 41 to 50 points, $2.00; 51 to 60 points, 
$2.50; 61 and over, $3.00. 

7.—That all feed delivered in salesman’s specified terri- 
tory and paid for shall be accredited as follows: All mixed 
feed, 1 point per ton; ingredients such as bran, midds, grain, 
etc., % point per ton; poultry supplies, 1 point per $25.00 
sale. 

8.—Bonus will be paid at the end of each month. Bonus 
that has been paid salesman on any merchandise where bill 
runs over 120 days unpaid will be deducted from salesman’s 
salary. 

9.—Automobile, gasoline, oil and upkeep will be furnished 
by the company. 

Certain features of this agreement are significant (1.) The 
requirement that daily reports be made; (2.) Interesting the 
salesman in collections by deducting bonus paid on overdue 
bills; (3.) Incentive to work by the point plan. 


Get Reports From Outside Salesmen 
Practically every manufacturer expects his salesmen to 
make daily reports. Such reports have a two-fold effect: they 
inform the employer about what the salesman has accom- 
plished and they are an incentive to the salesman to keep 
busy. If you employ an outside salesman, it is well to insist 
upon daily reports from him covering names of customers 
called on, sales made or reasons given for not buying, service 
given and service required. And, when he makes the re- 
ports, don’t fail to examine them and discuss them with 
him if necessary. Very often you can offer suggestions to 
help him put in his time to better advantage, or give him 
some ideas on how he can close a certain customer, or point 

out where he might have sold some extra items. 


Feed Men to Join Control 
Officials at Meeting 


ROGRESS in 
of a uniform feed law for all states 


is expected to be made at the 
27th annual convention of the As- 


the establishment American Feed Manufacturers associa- 
tion, will address the convention on the 
opening day. Other features of the 


program will be a discussion on oat 


Cc. W. (Bill) QUADY, Wisconsin 
representative for the Quaker Oats Co., 
Chicago, underwent an operation for 
gall stones at a Waukesha, Wis., hos- 
pital October 23. He is reported to 
be rapidly regaining his health. 


WISCONSIN 


LeRoy LaBudde, LaBudde Feed & 
Grain Co., Milwaukee, returned recent- 
ly from a business trip to Denver, Colo. 

Farmers Feed & Seed Co., Hayward, 
has been taken over by the Northern 
Lakes Coop. Oil Association. 

Simon Schwabenlander, proprietor of 
the Hilbert elevator, Hilbert, has in- 
stalled a new feed grinder. 

Bauer Bros. feed store, Campbells- 
port, was robbed of $500 in cash, an 
adding machine and several accounting 
files by thieves who entered the build- 
ing October 7 by breaking a window. 

Mayr’s Seed & Feed store, Beaver 
Dam, held a poultry school for custom- 
ers on October 22. Feeding and dis- 
ease experts spoke at the session. 
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sociation of American Feed Control Of- 
ficials which will be held at the Hotel 
Raleigh, Washington, D. C., November 
14 and 15. Feed manufacturers are in- 
vited to join the organization in its 
open sessions. 

The proposed uniform feed law has 
been under discussion for several years 
and was drafted by committees repre- 
senting both control officials and manu- 
facturers. It arose for consideration at 
the annual convention of the American 
Feed Manufacturers association held at 
French Lick, Ind., last June. 

Discussions on the proposed law at 
the Washington meeting on November 
14. will be directed by L. E. Bopst, Col- 
lege Park, Md., secretary and treasurer, 
representing the control cfficials, and J. 
W. Keller, Pratt Food Co., Philadel- 
phia, of the manufacturers association. 
Both men have made an intensive study 
of the idea and are expected to offer 
practical plans for putting it into effect. 
_ H. L. McGeorge, Royal Feed & Mill- 
ing Co., Memphis, president of the 
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feed by Gustavus Bohstedt, professor 
of animal husbandry, University of Wis- 
consin, Madison; a talk on the indus- 
trial use of soy bean products by H. 
E. Barnard, Farm Chemurgic Council, 
Dearborn, Mich., and the annual re- 
ports of Mr. Bopst and W. B. Griem, 
Madison, Wis., president of the con- 
trol officials. A meeting of the execu- 
tive committee is scheduled for the 
evening. 

The following day is to be devoted 
to technical talks by control officials. 
A round table discussion conducted by 
H. H. Hanson, Dover, Del., will con- 
clude the meeting. 


FRANCIS SORENSON, Tomah, 
Wis., son of S. G. Sorenson, proved 
his ability as a fisherman by returning 
recently from a trip to Lac du Flam- 
beau with a 35-inch muskie. He and 
his brother Bernard left shortly after- 
ward for Park Falls to hunt partridges 
and prairie chickens. 


Move to Stop Direct Buying 
of Barley by Maltsters 


Exchange at a board of directors 

meeting held October 15 voted 

to cooperate with retail feed 
dealers in getting maltsters to stop the 
practice of buying barley direct from 
farmers and truckers and appointed a 
special committee to handle the prob- 
lem. 

This action was the outcome of re- 
quests made at various district meet- 
ings held by the Central Retail Feed 
association. Many dealers complained 
that maltsters were 
coming into their 
territory and buy- 
ing barley direct 
from the farmer, 
thus depriving them 
of business in the 
handling ship- 
ping of the grain. 
Appeal was made 
tc the Milwaukee 
Grain & Stock Ex- 
change to intercede 
and endeavor to get 
the maltster to stop 
the practice. 


The exchange committee now at 
work on the problem includes A. L. 
Flanagan, Fraser-Smith Co., chairman; 
. Vv. Lager, J. V. Laver & 
C. A. Houlton, LaBudde Feed & Grain 
Co.; W. C. Holstein, Mohr-Holstein 
Commission Co., and Roy I. Campbell. 

More than 50 dealers attended the 
fifth of a series of district meetings 
which was held at the Elks club, Fond 
du Lac, by the Central Retail Feed 
association, October 10. Arthur Eggen, 
Wisconsin representative of the Mill 
Mutuals, in a talk on insurance enumer- 
ated details which it was necessary to 
observe to obtain reduced premium 
rates on fire protection. His sugges- 
tions are incorporated in a special ar- 
ticle appearing elsewhere in this issue 
of The Feed Bag. 

Warnings against blighted and 
skinned barley were voiced by Carl 
Houlton, LaBudde Feed & Grain Co., 
another speaker of the evening. 

“With the commission man and the 
maltster coming in for a share of the 
grief,” he said, “you as buyers direct 
from the producer have the hardest job, 
for you have so little to guide you in 
arriving at the grade of barley. You 
can watch the size of the berry, check 
it for soundness, feel it for toughness. 
and smell of the grain to detect any 
foreign odor, but when it comes to the 
actual percentage of blighted and un- 
sound as well as the skinned and broken 
kernels you must exercise guesswork 
and trust to luck that vou will get a 
grade in the market that will bring a 
sale which shows you a profit. 

“T think some dealers oftentimes 
make the mistake of buying barley 
without making a close enough exami- 
nation. By merely glancing at a sample 
this year you cannot determine closely 
enough as to the exact grade that you 
may get. I would suggest using more 
deliberation in buying. That is the 
system the maltsters use in the terminal 
market. They take their time in look- 
ing the cars over before making actual 
purchases.”’ 


Te Milwaukee Grain & Stock 


A. L. Flanagan 


Mr. Houlton’s talk was followed by 
a discussion on numerous barley buy- 
ing questions to which A. L. Johnstone, 
Johnstone-Templeton Co., and Walter 
Holstein, Mohr-Holstein Commission 
Co., both of Milwaukee, contributed. 

L. J. Hartzheim, Hartzheim Feed & 
Fuel Co., Beaver Dam, Wis., spoke 
briefly on the merits of the Central Re- 
tail Feed association and urged those 
who were not already members to join 
and participate in its many benefits and 
activities. 

Arrangements for the meeting were 
directed by Don Mihills, National Food 
Co., Fond du Lac, who personally pre- 
sented those attending with cigars after 
the dinner. Further meetings at other 
points in the Central association terri- 
tory are to be scheduled. The next is 
to be held at the Wausau hotel, Wau- 
sau, November 19. 

Opinion that there will be a decided 
increase in business during the next few 
months was expressed by members of 
the New Richmond District Dealers 
club, who gathered at a recent sectional 
meeting of the Central Retail Feed as- 
sociation at Amery, Wis. 

T. R. Poirier, Somerset, Wis., was 
elected president of the club to succeed 
I'red Christopherson, Milltown Cooper- 
ative Produce & Shipping Ass’n., Mill- 
town. Other officers chosen were Wil- 
liam Kelly, Amery Equity Cc., Amery, 
vice president, and R. W. Corey, Osce- 
ola, secretary and treasurer. 

Delegates from Polk, Barron, Dunn, 
and St. Croix counties were present at 
the meeting. H. S. Merrill, principal 
of the Amery high school, discussed 
the social order under the new deal and 
F. T. Finney talked on the benefits of 
cooperation among communities. A 
general discussion on current problems 
of the feed trade concluded the meet- 
ing. 


G. A. Holland 


Open New Plant 


P. Turner, formerly general sales 
manager for Allied Mills, Inc., and G. 
A. Holland, formerly general advertis- 
ing manager, have organized the Old 
Fort Mills, Inc., at Marion, Ohio, and 
will engage in the processing of soy 
beans. A new plant is now under con- 
struction and when completed will have 
a capacity of 1,500 bushels of beans per 
day. Equipment which is being in- 
stalled is of the latest modern screw 
propeller type. 

Mr. Turner is president and treasurer 
of the new concern and Mr. Holland 
is vice president and secretary. Both 
men are well experienced in the feed 
industry and enjoy a wide acquaintance 
in all parts of the country. 

Distribution of the finished product 
will be made through established feed 
dealers and elevators. The company 
plans to purchase its beans through 
elevators in Ohio, Indiana and Illinois. 


Solid Trainload of Feeds 


A solid trainload of feed steamed into 
Lancaster, Pa. recently from the plant 
of the Larrowe Milling Co., Toledo, 
Ohio. It consisted of more than 1,000,- 
000 pounds of Larro feeds for 18 of 
the companies’ dealers in Lancaster 
county. 

Mayor Klotz, Toledo, loaded the last 
sack on the train at Toledo preceding 
its departure and sent a telegram to 
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Mayor Ross of Lancaster congratulating 
him upon the convincing evidence of 
the prosperity of the farmers in his 
community. 

At Lancaster the shipment was met 
by a delegation of Larro dealers and 
sales executives who gathered at a ban- 
quet in the evening to celebrate the 
occasion. 
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Who Absorbs the Costs 
Of Fire Losses 


(Continued from Page Thirteen) 


amount collected is equitably dis- 
tributed. With this in mind let us con- 
sider how rates are made. 

First, let us briefly review the his- 
tory of the present fire insurance rating 
setup and show what has been done to 
make the rates more uniform and fair. 
Fire insurance rates have been a sub- 
ject of* controversy since the business 
was established, and no doubt will con- 
tinue to be until Gabriel blows his horn. 
Fire rating is a big complicated sub- 
ject so we can do no more than cover 
it in a general way. 

Inclusive Rating Schedules 

It would be a simple matter, and 
would save a lot of expense and trouble 
if all property, good, bad and indifferent, 
could be written at a flat average rate. 
In fact, in the early days of the busi- 
ness, when buildings were scattered and 
manufacturing processes simple, the 
only differences in the rates were be- 
tween brick and frame buildings. But 
as time went on the underwriters began 
to take note of loss causes and to learn 
that fire occurred under certain condi- 
tions more readily than others; that 
certain occupancies were more _ hazar- 
dous than others. Charges to cover 
these hazards were added to the rate 
until today we have rating schedules 
that take into consideration nearly every 
condition that differentiates one risk 
from another. 

Years ago when the insurance busi- 
ness was rather new, each company 
made its own rates, based on its own 


Make SATISFIED Customers with— 


BEST since 1870” . 
fathers used it. 


man, Land-O-Lakes 
Paul Reporter. 


Meal. 
them this brand. 


1100 So. 3rd Street 


GAINS CONDITIC 
TRIPLE 


When you offer your customers MINNESOTA 
Linseed Meal, they know you are giving them 
highest quality and biggest value. 
them have long known this brand as ‘“‘the 
.. their fathers and grand- 


NOW it is being extensively advertised 
in such publications as Hoard’s Dairy- 
News, Corn Belt 
Dailies, Sioux City Record, South St. 
Your customers are 
reading about MINNESOTA Linseed 
You will make friends by selling 


MINNESOTA LINSEED OIL CO. 
Minneapolis, Minn. 


experience. 
the agents writing the business and 


These rates were made by 


they might have been called “Judge- 
ment Rates”, made to the best of the 
agents’ judgment, and it is needless to 
say that these rates were not uniform 
or fair. Later the insurance companies 
organized rate making bodies, who 
combined the experience of the com- 
panies and thus were uble to arrive at 
an adequate and just rate on the wide 
variety of risks being insured. 

Rate Regulation Laws 

State authorities in several states be- 
came interested in the fire insurance 
rates and this led to a thorough study 
of the whole rating question by state 
commissions, and put on the statute 
books of a great many states what are 
known as rate regulation laws. These 
laws are of a benefit to the public, be- 
cause they prevent discrimination in 
rates between property owners, and by 
permitting fire insurance companies to 
work together under state supervision 
adequate and just rates can be estab- 
lished. 

In manufacturing and_ mercantile 
risks a schedule is used starting with 
a basis rate, which experience has dem- 
onstrated to be adequate for a given 
standard, and additional charges and/or 
credits are made for deviations from 
such standard. This is also true with 
flour mills, grain elevators and feed 
plants. 

The premium dollar serves two major 
functions. First, it pays losses, and 
second, it pays expenses. The latter is 
more or less of a fixed quantity, con- 
sequently any reduction in the cost of 
insurance must come through a reduc- 
tion in losses. Insurance companies 


have done a great deal in this direc- 
tion and there is still much to be done. 
However, very little can be done with- 
out the cooperation of the policyholder, 

Editors Note: A second and final 
installment by Mr. Eggen on details 
to observe for obtaining lower fire in- 
surance rates will follow in the De- 
cember issue of The Feed Bag. Be 
sure to read it. 


ILLINOIS 


Floyd Richardson who has been man- 
ager of the Nelson & Johnson feed 
store and cream station, Orion, has be- 
come owner of the business. 

Joy feed mill and office, Aledo, is 
undergoing a thorough remodelling. 

Jack Hankins has opened a new feed 
store at Marion which he will operate 
in connection with his grocery business. 

L. A. Junod has opened a feed store 
in the former Armory building at 
Greenville. 

Purkey Seed Co., Heyworth, IIl., 
discontinued business. 

Hy Rotramel, Robinson Feed & Pro- 
duce Co., Robinson, has opened a new 
branch at Marshall. Robert Sherwood 
has been appointed manager. 

Elmer Frobish, Graymont, has  suc- 
ceeded Theodore Langen as manager 
of the Farmers Cooperative Grain Co., 
Morrisonville. 

Harry Kellogg, 58, who was engaged 
in the feed and grain business at Cam- 
bridge for more than 20 years, died 
suddenly October 12, while driving his 
automobile. 

L. D. Rogers has opened the Argenta 
feed store, Argenta, for business. C. A. 
Keller is manager. 


has 


offered. 
Many of 


DIAMOND Grinding PLATES 


have been perfected in our plant — made 
from Chrome Mono- Metal — the latest 
development in plate making. 

We guarantee these plates to last longer, 
grind faster and cooler, give better satisfac- 
tion all around than any similar plates now 


A set of these plates will be shipped on thirty days 
trial— you to be the sole judge of their performance. 

If they fail to give satisfaction we agree to take 
back and pay shipping costs both ways. 
new and lower Price List to-day. 


MEDIUM XX 


RAPID CUT 


Get our 


Builders of the 
Diamond 
Ball Bearing 
Attrition Mills 


Diamond 
Huller Co. 


WINONA, MINN. 
U.S.A. 
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Have You Chain Stores Selling Feed 
In Your Trade Territory 


Here’s What You Can Do to Combat It 


sively after feed business. A. & 

P. stores are now showing out- 

door displays. Recent displays 
in the Detroit area featured ten items: 
Dairy Feed, $1.21: Growing Mash, 
$2.10; Egg Mash, $1.99; Chick Starter, 
$2.19; Scratch Feed, $1.89; Oyster Shell 
(100 Ibs.), 79 cents; Oyster Shell (25 
Ibs.), 21 cents; Chick Starter (25 lbs.), 
60 cents; Growing Mash (25 lbs.), 57 
cents; Egg Mash (25 lbs.), 55 cents. 

Each sack is labeled—‘‘Packed es- 
pecially for the Great Atlantic & Pacific 
Tea Company.” 

Kroger grocery chain stores are also 
carrying feed displays. These feature 
large cut-price tags and Kroger’s 
“Wesco” brand name. 

Cuts Independent’s Volume 

Some feed merchants are inclined to 
discount the importance of chain gro- 
cery store competition. The statement 
is made that it merely stirs up dissatis- 
faction over price, but does not take a 
large volume of business. 

However, A. & P. and Kroger kcep 
accurate records of sales. The chains 
continue to feature only those items 
which pay. The fact that they keep on 
pushing feed is an indication that they 
are selling enough to pay them a profit. 
Their sales are naturally being taken 
from the trade of independent mer- 
chants. 

Those dealers, particularly in subur- 
ban areas, who do nothing to combat 
chain competition are likely to find it 
annoying, and possibly dangerous. Alert 
feed merchants are working out ways 
to meet this competition. 

Dealer Better Informed 

“The managers and clerks in chain 
grocery stores know nothing about 
feed,” one successful independent mer- 
chant said recently. “The chain store 
down the street pushes feed constantly. 
But one day a customer of mine went 
there for baby chick feed. The store 
was out of it, so the clerk told her she 
could use scratch feed just as well. For- 
tunately the woman knew better. She 
came to my place and told me all about 
it. This gave me a hint on how to 
overcome chain store competition.” 

Briefly, here are the arguments that 
this merchant and others are using to 
keep their trade from patronizing the 
chains: 

Feed is only a sideline in the chain 
stores. Usually chain store clerks know 
little about feed problems or about live 
stock and poultry. To gain an under- 
standing of feeding takes years of prac- 
tical experience and observation. You 
cannot expect a chain store employee 
who sells prunes one minute and feed 
the next to know much about feed. 

Advantage of Service 

When poultry or stock are out of 
condition customers cannot expect to 
get advice from chain grocery em- 
ployees. The poultry keeper who walked 
into a chain grocery store and _ said, 
“One of my chicks died this morning 
and one last night; the droppings are 


Ce grocery stores are aggres- 


bloody . . what shall I do?” .. would 
get only a blank stare for an answer. 
But the practical feed merchant knows 
the answer to most such questions, or 
he can soon find it out. 

Modern feed merchants are assisted 
by the research departments of feed 
manufacturers. Through these they can 
diagnose most difficulties and give a 
correct feeding prescription. Few if 


When a chain store across the street fea- 
tured displays of feed on the sidewalk this 
independent dealer went ahead and did like- 
wise. He meets the chain with equal mer- 
chandising ability and is successfully com- 
bating it. 


any chain grocery stores offer any such 
service. 

The customer never knows just who 
makes chain store feed or what is the 
exact condition of the ingredients. The 
well known manufacturers of feed sold 
by independent merchants put their 
names on every sack. Where the A. 
& P. label reads: “Packed especially for 
the Great Atlantic & Pacific Tea Co.”, 
the label on feed carried by indepen- 
dent merchants gives the name of the 
maker (not merely the packer). 

Sell Feed or Fail 

Independent merchants have built 
their entire business on feed. They 
have staked everything on this one com- 
modity. If the feed is not satisfactory 
the merchant will fail. But with the 
chains feed is only one of thousands 
and thousands of items they carry. The 
quality and successful performance of 
that feed is not as important to them 
as it is to the independent merchant. 
This does not mean that chain store 
feed is necessarily bad. But it does 
mean that the independent merchant 
must sell satisfactory feed—where no 
such pressure exists in the chain. 

Also, in other lines such as canned 
goods, the chains carry their own 
brands, but they also carry the suc- 
cessful, nationally advertised brands 
such as Del Monte, Dole, Campbell, 
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and others. This is because consumers 
recognize the superior quality of these 
brands and insist on them. 

The same thing may be true in the 
feed business. After the first flurry 
about price is over, consumers may be 
forced to recognize that the established, 
advertised brand backed by a reputable 
manufacturer has many advantages. Pri- 
vate brand chain merchandise in other 
lines has never been able to entirely 
satisfy the trade. It is not likely that 
it will do so in feed. 

Should Use Advantages 

If the feed merchant will get these 
selling facts in mind and talk them over 
with his trade, he should be able to 
successfully hold his own customers. 
He should not knock the chains for 
knocking competitors sometimes makes 
customers sympathize with them. But 
he should certainly present the facts 
in favor of the independent feed store 
forcefully. 

Except for the one argument of price, 
all the advantage is with the indepen- 
dent merchant. He can display feed, 
«dvertise feed, talk feed, and withal 
give feed service as no chain can afford 
to do. But price is a mean weapon 
to combat. It’s time for feed merchants 
with chain competitors to take action. 
They have superior ammunition if they 
will use it. 


INDIANA 

Farmers Elevator Co., Monticello, has 
installed a new feed mixer and has an- 
nounced a contest to obtain a name 
for the new feeds which will be manu- 
factured. 

St. Meinrad Milling Co., Ferdinand, 
has installed a feed grinder. 

Everett Wiley and son, Julian, have 
opened a new feed store at Greenwood 
rg! will operate under the name, Wiley 

on. 

G. & M. feed store has opened for 
business at Anderson under the man- 
agement of George Foskuhl. 

Mr. Vernon Seed & Feed Co., Mt. 
Vernon, recently celebrated its second 
anniversary. Marvin Cooper is man- 
ager. 

Ragsdale feed store, Bedford, has 
been purchased by Heise Bros., Or- 
leans. 

Fred W. Studler and son, Herbert, 
have moved their feed store at Vin- 
cennes into new and larger quarters. 

J. J. Bachelor, operator of the Sharps- 
ville elevator, Sharpsville, has fully re- 
covered from a recent appendicitis op- 
eration. 

E. K. Sowash, Crown Point, who re- 
cently underwent an operation neces- 
sitated by injuries received in an auto- 
mobile accident, is rapidly recovering. 

Rush County Mills, Rushville, have 
leased and will operate the elevator at 
Bentonville formerly known as the Mil- 
ton Grain Co. 

Preble Equity Exchange, Preble. was 
recently robbed of 20 bushels of red 
clover seed by thieves who entered the 
plant with a skeleton key. 
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THERE’S PROFITABLE 


REPEAT BUSINESS IN 


he uniform high quality ... extra absorb- 

ency ...and longer life of O. K. poultry 
litter assure satisfied customers and profit- 
able repeat business. That’s why O. K. is used 
and recommended by leading poultrymen 
everywhere. That’s why O. K. has been 
America’s fastest selling Peat Litter for 
more than 24 years. Get in on this 
profitable business NOW. Write today 
for prices and full details. 


THE 0. K. COMPANY 
ATKINS & DURBROW, INC., PROPRIETORS 
B-165 JOHN STREET, NEW YORK CITY 
1524 South Western Ave. 
Chicago, Til. 


Inspected 


€ Approved 


177 Milk Street 
Boston, Mass. 


HOT BOXES 
COST MONEY 


MODERN METHODS OF 
LUBRICATION CUT 
LABOR and OIL COSTS 
and PREVENT FIRES and 
SHUT-DOWNS FROM 
HOT BEARINGS. 


Ask your “Mill Mutual’’ Insurance 
Office for full particulars. 


Mutual Fire Prevention Bureau 
Department of 


Association of Mill and Elevator Mutual 
Insurance Companies 


230 East Ohio Street, Chicago, Illinois 
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Merchandisers 


MAIN OFFICE 
MINNEAPOLIS 


MILWAUKEE, WIS. 


Green Bay Buffalo 
Duluth Toledo Albany 
Portland Omaha New York 


San{Francisco Ogdensburg Boston 


Chicago 


You'll like the Nicollet... 


because you have a choice of 600 spacious, sun- 
lit rooms with deep luxurious beds, soft water 
for bathing; because you'll receive thoughtful, 
convenient service; because you'll enjoy the ex- 
cellent foods served in the beautiful Minnesota 
Room and in the smart Coffee Shop; because 
everything possible is done to make your stay 


pleasant. 


NICOLLET HOTEL 


MINNEAPOLIS 


Official AAA Hotel - W. B. Clark, Manager 
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Linseed Crushers Plan 
Ad Campaign 


Plans to launch a national advertising 
and educational campaign for the lin- 
seed meal industry have been an- 
nounced by the newly organized Lin- 
seed Meal Educational committee, fol- 
lowing a meeting in Milwaukee, Novem- 
ber 6. The advertising will mark a 
resumption of the educational program 
associated manufacturers have carried 
on in the past. Executive offices for 
the association are to be established 
on the sixth floor of the Commerce 
building at Milwaukee. 

Associated in the cooperative cam- 
paign are the largest manufacturers of 
linseed oil and its by-products in the 
country, including Archer-Daniels-Mid- 
land Co., Minneapolis; Spencer Kellogg 
& Sons, Inc., Buffalo; Pittsburgh Plate 
Glass Co., linseed oil division, Milwau- 
kee; National Lead Co., New York; 
Minnesota Linseed Oil Co., Minneapo- 
lis; Brown Linseed Co., Staten Island, 
N. Y., and Pacific Vegetable Oil Co., 
San Francisco. Several other manu- 
facturers are expected to join the move- 
ment shortly. 

The associated companies will cooper- 
ate through the educational committee 
in an extensive advertising and educa- 
tional program. No individual company 
advertising is to be done. The trade- 
mark of the group will be placed on 
the product of all member companies. 

Klau - Van Pietersom- Dunlap Asso- 
ciates, Inc, Milwaukee advertising 
agency, has been named to handle the 
advertising and educational program. 


ART FOLEY has opened a feed and 
poultry business at Manchester, Minn. 


JACK STUART, Reliance Feed 
Co., Minnneapolis, Minn., returned Oc- 
tober 19, from a trip to the East. 


CASH FEED STORE, Mt. Pleasant, 
Ia., has been sold to Charles Block, 
formerly located at West Point, Ia. 


FARMERS ELEVATOR CO., Mid- 
dle River, Minn., has been taken over 
by the Crookston Milling Co., Crooks- 
ton, Minn. 


FRANK J. HOMAN, a member of 
the Milwaukee Grain & Stock Ex- 
change, and veteran grain man, is now 
associated with A. L. Johnstone in the 
Johnstone-Templeton Co., Milwaukee 
grain commission firm. Mr. Homan is 
calling on the trade in the Wisconsin 
territory to get acquainted and to so- 
licit grain. He formerly operated a 
country elevator in Iowa and while in 
Milwaukee was active in the cash and 
option grain markets. 


RE-OPEN PLANT 

Archer-Daniels-Midland Co. is re- 
modelling the old William O. Goodrich 
plant at 3003 W. Hopkins street, Mil- 
waukee, Wis., which has been closed 
for the past five years and will resume 
the manufacture of soybean meal and 
oil by December 1. Capacity of the 
plant will be three car loads a day. It 
is understood that soy beans will be 
purchased through the Milwaukee Grain 
& Stock Exchange, thereby providing 
a cash market for this product on the 
exchange for the first time in its his- 
tory. 


CHARLES BLOCK, West Point, 
Ia., has purchased the Cash feed store, 
Mt. Pleasant, Ia. 


CARL MARKS, manager, Feed Sup- 
plies, Inc., Milwaukee, recently returned 
from a prairie chicken hunting trip to 
Lena, Wis. His many friends are 
anxiously awaiting an invitation to a 
wild fowl dinner. 


HARRY PARKER and H. J. Fox, 
Bridgeport, N. Y., are rebuilding their 
feed mill which was destroyed by fire, 
August 29. 


WILSON WALKER has reopened 
the Garrow Mills, Camden, N. Y., which 
have been idle for a long time and will 
engage in the feed manufacturing busi- 
ness. 


MORE EVIDENCE 
for DIAMOND 


(This is really more than evidence — it’s 
proof.) In two years of research at the 
Pennsylvania State College Agricultural Ex- 
periment Station turkeys fed on rations 
containing Diamond Corn Gluten Meal 
made excellent growth and developed a 
finish far superior to birds on other rations. 


The complete account of this work is pub- 
lished in Penn State Bulletin No. 321. If 
you are putting out one or more registered 
turkey mashes or doing custom mixing for 
your turkey feeders you should get a copy 


43% Protein 
Guaranteed 


of this bulletin. 


CORN PRODUCTS SALES CO. .. New York and Chicago 


Distributors of... DIAMOND CORN GLUTEN MEAL 


LET US QUOTE 
| YOU ON... 

Malt Sprouts, 

Mill Feeds, 

Oil Meal, 

Onyx Dried Grains, 
Clinton Corn Gluten, 
Corn Oil Cake Meal, 


Puritan Reef Oyster 
Shells and 


All Grades of Grain. 


Grain & Stock Exchange 
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You Can Depend on the 
Quality of These Products— 


® Swifts Meat Scraps 

Nopco Cod lives Oil 

® Clinton Corn Gluten Feed 
© American Black Granite Grit 


You can purchase these high 
quality products from one reliable 
source that is constantly striving 
for the best interests of the feed 
trade. 
your winter requirements now. 


Let us supply you with 


Stratton Grain Company 


(Successors to Donahue-Stratton Co.) 


Milwaukee, Wisconsin 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 
& 


Bran and Middlings 


—RHigher in Protein— 


TENNANT & HOYT Co. 
LAKE CITY, MINN. 


ch 
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New Richmond Roller 
Mills Adds Men 


E. J. Cashman, formerly sales man- 
ager of the Hormel Packing Co., Austin, 
Minn., has been made vice president 
and sales manager of the New Rich- 
mond Roller Mills Co., New Richmond, 
Wis. He took over his new Position 
November 1. 


Ed Housen, formerly with the J. J. 
Badenoch Co., Chicago, has been en- 
gaged by the New Richmond Roller 
Mills Co. to manage branch stations 
operated by the firm. He succeeds J. 
M. Brown, who has accepted a position 
with the Minneapolis Seed Co., Minne- 
apolis. 


USED 


BURLAP 


AND 


COTTON 
BAGS 


TWINE 


For. 
INDIVIDUALITY 
ALL_ BAGS VACUUM _ CLEANED 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. | 


HONOR ROLL | 


BARLEY SHIPPERS 


Mail us samples of your 
barley for value and bids. 


Ship us that next car of Bar- 
ley and let BARLEY BILL 
get you Top Price for it. 


Fraser-Smith Co. 


Barley and Oat Specialists 
MILWAUKEE 


MINNEAPOLIS CEDAR RAPIDS 


e HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 


(A Most Profitable Base for Feed Manufacturers) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 


Write or Wire for Prices 


Hiawatha Grain Company 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


“] ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
THE HUBINGER COMPANY, Keokuk, Gluten 


ANDERSLICE-LYND 
FAIRMONT CREAME BY co. +» Omaha, Neb....Condensed and Dried Buttermilk 
L. C. NAISAWALD & SONS, INC. New York City a Blackstrap Molasses 
FERNANDO VALLEY MLG. & SUPPLY Co., Los Angeles. Cal... Alfalfa Leaf Meal 
HEALTH PRODUCTS CORPORATION............... CLO-TRATE Cod Liver Oil 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


Spring Wheat Flours 
Rye Flours 
Commercial and Mill Feeds 
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Andrew R. Templeton 
Dies at Milwaukee 


Andrew R. Templeton, widely known 
grain man, died October 15 at his home 
in Milwaukee, Wis. 

Mr. Templeton entered business at 
Templeton, Wis., in 1887 with his 
father, a veteran grain shipper. Two 
years later he joined Armour Grain Co. 
at its Milwaukee offices, continuing in 
various capacities until 1910 when he 
became associated with A. L. John- 
stone in the new firm of Johnstone & 
Templeton. 

Mr. Templeton withdrew from _ the 
partnership in 1921 and after a brief 
period again became associated with 
the Armour Grain Co., in charge of 
its Milwaukee offices. Later he moved 
to Minneapolis to engage in the malt- 
ing business and returned three years 
ago to Milwaukee where, for the past 
year, he represented the Fleischmann 
Malting Co. 

The deceased was a director of the 
old Chamber of Commerce in Milwau- 
kee from 1914 to 1920 and in April, 1924 
was chosen president of the exchange. 

Funeral services which were held in 
Milwaukee were attended by a large 
delegation from the Milwaukee Grain 
& Stock Exchange. Those who served 
as pall bearers were A. L. Johnstone, 
H. A. Plumb, D. W. Hales, Otto Sick- 
ert, H. M. Stratton and Hugo Stolley. 


A. R. ELIES has purchased the 
Buchman feed mill, Hortonville, Wis., 
—_ will operate it as the Black Otter 
mill. 


GENERAL MILLING CORP. 


18 Letchworth St., BUFFALO, NEW YORK 


Feed Consignments . Storage-In-Transit « Warehousing 


Warehouse advantageously located for reshipment. 
Corn Distillers Grains and other feeds out of condi- 


tion expertly handled to reduce your loss. Write 
us for rates. 


OWNED By 


SUNSET FEED & GRAIN CO. INC... . Buffalo, N. Y, 


MEAT SCRAPS 


vat = 


a 


Mi WAUREE 


IG CHIEF MEAT 

SCRAPS are uniform 
and fresh. Use them in 
your poultry mashes to 
assure quality in your 
product and satisfaction 
among your customers. 
Book your winter orders 
now. 


MILWAUKEE TALLOW & GREASE Co. 
131 S. 7th St., Milwaukee JOE FREE, Manager 


DEUTSCH & SICKERT, Distributors 
GRAIN & STOCK EXCHANGE 


All poultry rations should 
include liberal quantities 
of DAIRYLEA DRIED 
SKIM MILK. Also good 
in all rations for calves, 
poultry and swine. Carried 
by principal feed mer- 
chants throughout eastern 


territory. 


Manufactured and Distributed By 


Dairymen’s League Co-operative Association, Inc. 
11 West 42nd Street --- New York, N. Y. 


Girt 


You can increase your flour sales 
by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 

Let us include MINNESOTA GIRL 

FLOUR in your next car of 
@ Queen Wheat Feed 
Cherokee Pure Bran 
Cherokee Middlings 


WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


Guaranteed 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


HAMMER MILL SCREENS 
Save money on all sizes to fit any make mill. 
We carry a tones ote stock for prompt shipments. 


Parts Company 
Dept. 20 West Bend, Wisconsin 


FOR SALE 

20" Sprout Waldron Attrition Mill equipped 
with two 10 H. P. 60 cycle 220 volt motors and 
rg with extended shaft for elevator drive. 
Also No. 4 Corn Ear Crusher, 75 hr. capacity. 
Good vm, reasonable. Address VH-111, c 
THE FE AG, Milwaukee Grain & Stock 


CORN SHELLER FOR SALE 
Hundred a Capacity—power Corn Sheller. 
Used a short time. A-1 condition guaranteed. 
WESCHESTER GRAIN CO., Port Chester, N. Y. 


POSITION WANTED 


nection Janu 3 wenty years experience 
poultry and dairy, and field_seeds, for- 
Tulas, service s es, farm feeding. Prefer man- 
agership medium size company or assistant large 
company or manager retail store handling com- 
lete line. Substantial references and _ personal 
brief available. Write PH-111, c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


FOR SALE 


Grain elevator, feed and seed business for sale. 
Located in rich agricultural section in Wi 


PERCY A. COOK has sold his half 
interest in the Mantorville feed mill, 


Mantorville, Minn., to his partner, 
Chester Myers. Mr. Cook has moved 
to Big Lake, Minn., to engage in a sim- 
ilar business. 


REVIEW ACTIVITIES 

The Dairymen’s League Cooperative 
Association, Inc., New York, N. Y., 
has issued a booklet which compiles the 
addresses delivered at its annual con- 
vention held at Syracuse recently and 
in which is also presented a review of 
its activities for the year 1934-35. The 
booklet entitled “Story of the Year” 
will be gladly mailed to dealers on re- 
quest. The association’s address is 11 
West 42nd street, New York, N. Y. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Costete and Mixed Cars 
MILLFEED 
ILMEAL, 
*MINNEA IN 
yy 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


Deutsch & Sickert Co. 


Feed and Grain 
Grain & Stock Exchange Milwaukee, Wis. 


Good barley territor Elevator capacity, 10, 000 
35x150 ft. On Milwaukee road 
machinery. Write T. H. Coch- 
rane Co., Portage, Wis. 


COKATO MILL & ELEVATOR 
Co., Cokato, Minn., has completed the 
construction of a new office building 
and a 52x26 ft. warehouse. 


FXCELSIOR MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


CAMEL 


FANCY 
WHEAT 


FEED 


The Most Economical 
Feeding Material on 
the Market. 


UNIVERSAL BRAND 


= YEAST => 


Distributed by 
MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


Manufacturers and jobbers of a complete 
assortment of feeds and feed ingredients. 


Northwest Linseed Meal Co. 


HEADQUARTERS FOR 


Pure LINSEED MEAL 


Write for price delivered your station. 


314 Flour Ex. Bidg., Minneapolis, Minn. 


MOHAWK FEED CO. 


FEEDS—COD LIVER OIL 
Phone Marquette 6464 


Grain & Stock Exchange, Milwaukee 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since ’92) 


Merchants Exchange St. Louis, Mo. 
Board of Trade Bidg. Kansas City, Mo. 


M. G. Rankin & Co. 
FEED and GRAIN 


Keokuk Corn Gluten Feed 
Grain & Stock Exchange Milwaukee, Wis. 


EWSOM 


FEEDCO. 
Feedstuffs 


166 W. Jackson Bivd. Chicago 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


Minneapolis, Minn. 


Phone for Delivered Prices 
GENEVA 2911 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


economical vitamin 
and improved assimilation 
Geer feeds. Write for Particulars. 


Vy Taboiatories 


DES MOINES, LOWA 
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Established 1892 


FRANKE GRAIN CO. 


Incerporated 


GRAIN AND FEED 
Milwaukee Wisconsin 


usiness 
expands with 


Printed messages 

They are profitable 
ADTKE ORTSCH 

BROS. K Co. 


EstasitsHep 1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 

522 N. MILWAUKEE STREET 


Broapway 1076 WISCONSIN 
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COLES FEED & GRAIN CO. has 
been incorporated at Middletown, 
Conn., to take over the business of the 
Coles Co. The new organization will 
be headed by George S. Seymour and 
Elmer P. Smith, Port Jefferson, N. Y. 


T. A. STRID is in charge of the ter- 
minal wire office at Green Bay, Wis., 
recently opened by the Cargill Grain 
Co. 


NORTH HILL ROLLER MILL, 
Salladasburg, Pa., is planning to install 
a feed mixer. 


BIG SHARE OF MILK 
Wisconsin last year produced nearly 
38 per cent of the nation’s output of 
condensed and evaporated whole milk. 
Its share of the total of 1,908,619,000 
pounds reported for the entire nation 
was 723,514,000 pounds. 


Personal 


MILWAUKEE 


Service * ¢ Roy 1. Campbell 


COMMISSION MERCHANT 
ARLEY A SPECIALTY 


Quality Shavings 
STRICTLY SOFTWOOD 


Convenient, serviceable and satis- 
factory bedding. Profitable to 
handle. Write for special car lot 
prices. 


Jeserson Fuel Company 
NEENAH, WISCONSIN 


HOLD ON! 


When in Milwaukee have 
your truck pick up ton lots 
of feed at our wholesale 
warehouses. 


Mill Feeds, Powdered 
Milk, Cod Liver Oil, 
Dried Yeast, Alfalfa 
Meal, Peat Moss. 


FEED SUPPLIES, INC. 


West Allis - 1637 South 83rd St. 
North Milwaukee - 3328 West Cameron Ave. 


IE Pecos Valley Alfalfa Mill 
Hagerman, NM. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 


403 Merchants Exchange, 
St. Louis, Mo. 


Leet nore of it~ healthful 


GUARANTEED ANALYSIS 
PROTEIN 37% FAT 44% FIBRE 9 % 


CARBOHYDRATES 41% 
EANITROGEN FREE EXTRACT 32% FIBRE 


SPENCER KELLOGG ‘ic. 


NORTHWESTERN SALES OFFICE 


368 NEW CHAMBER OF COMMERCE. 
MINNEAPOLIS, MINN. 


Marblehead 


Lime Ration 


For distribution 
by dealers 
Resale assistance to jobbers 

Packed in 100 lb. 


branded towelling 
bags. 


Marblehead “98” 


For the particular mixer 


Poultry Feeds - Dairy 
Feeds - Mineral Feeds 


Packed in 100 lb. and 50 lb. mul- 
tiple-wall paper bags — machine 
sewed. Guaranteed 98.3% Cal- 
cium Carbonate 96% through 
200 mesh. 


Marblehead 
Lime Grits 


Pure shell forma- 
tion, for strong 
shelled eggs. No 
waste. The better 
poultry grit. 


Write for samples and prices. ; 


MARBLEHEAD LIME COMPANY 
CHICAGO, ILL. 
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RIEBS VIEW 


Vol. 3, No. 11 November, 1935 Milwaukee, Wis. 


Cold 
Turkey 


Handling barley may be a ‘‘Cold 
Turkey’’ proposition with others, 
but RIEBS gives personal atten- 
tion to all transactions and en- 
deavors to cooperate in every way 
possible with the shipper to ob- 
tain the highest market price. 


Ship Your Next Car to RIEBS 


—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BAGs! 


(Quoted from Customer's Letters) 


**** Again let us 
say we think 
you know your 
onions when it 
comes to Bags. 


4 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


For accurate and rapid filling 
and weighing of 100-lb. bags of 
molasses feeds, dairy feeds and 
ground, soft meals 
use the new No. 13 


EUREKA 


Sacking Scale 


Semi-automatic in action, with 
motor-driven feed agitator to 
handle all soft and non-free- 
flowing materials. 


Capacity range of No. 12 and 
No. 13 Models — 25 to 160 Ibs. 


No. 12 Model—for handling 
whole and scratch grains and 
log, details and prices. all free-flowing stocks. 


Write today for illustrated cata- 


HOWES Inc. 


Silver Creek, N. Y. 


Get More Business 
USE POST-CARD ADS! 


You can now illustrate, 
print and address the 
cards yourself—all on a 
simple, inexpensive 
little machine called 


the 
Elliott Cardvertiser 


Uncle Sam furnishes the penny postal cards. You have 
no cuts to buy or type to set. Businesses of all kinds — 
retailers, wholesalers, manufacturers—-are rapidly dis- 
covering the big results from postcard messages sent to 
customers and prospects. Time and money saving. too, 
for Churches, Lodges, Associations, all organizations, to 
contact members. 


for the interesting Cardvertiser story. Tell us 
Write NOW what business you're in and we'll include samples 
ot post-card ads from others in your line. No obligation. Address 


Cardvertiser Dept., THE ELLIOTT CO. 
125 Albany St. ~ ~ Cambridge, Mass. 
Milwaukee Office: 5066 Plankinton Bidg. (Marquette 4523) 
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We 
wish you 
A Bery Merry Christmas 
anh a Happy and 
Prosperous 


New Year 


FEED-GRAIN 
SCREENINGS 
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Contents for December 


Vol. 11 Milwaukee, Wisconsin No. 12 
Expect Early Action on Uniform Feed Law............. 7 
Urge Adoption at Control Officials’ Meeting 
Building Construction, Machinery Affect Insurance.... 9 
Good Housekeeping Eliminates Many Hazards 
13 
Business Looks Better; Go Out and Get It 
Premium Prices for Eggs Help Sell Feed............... 15 


Michigan Dealer’s Plan Builds Volume 


Mickey Shows City Lad Around Lem Jones’ Store..... 17 
Explanations Make Paul Bunyan Blush 


Country Trip Recalls Good Old Days................... 19 
Dealers Really Doing Business Again 
Merchandising Farm ... 21 
Organizing Outside Selling by F. Harvey Morse 
This Month in Your Peed Store....................... 22 
A Christmas Stocking Full of Practical Helps 
Central District Meeting Well Attended................ 23 
Dealers Hear Barley Insurance Talks at Wausau 
Pennsylvania Association Nominates Committees....... 23 
Hunting and Fishing Pictures Wanted................. 23 
King Midas Salesmen Have Homecoming............... 31 
Cracked Corn........... 10 11 


THE FEED BAG, with which Feed Merchants Bulletin is consolidated, is published Femme A by the 
Editorial Service Company, Incorporated, 741 North Milwaukee street, Milw 


David K. Steenbergh, President and Treasurer; Carl A. Houlton, Vice President: pee J. Blacky, 
Secretary. 


OFFICIAL PUBLICATION of: 


Central Retail Feed Association, 741 North Milwaukee street, Milwaukee. Wis. — Colby Porter, Fox 
Lake, Wis., President; Fred Christopherson, Milltown, Wis., Vice President; F. F. Becker, Woodland, 
Wis., Treasurer; David K. Steenbergh, Milwaukee, Wis., Secretary. 
we Federation of Feed Merchants, Potsdam, N. Y.—Fred M. McIntyre, Potsdam, N. Y., President; 
A. J. Thompson, Wycombe, Pa., Vice President; Frank T. Benjamin, Canastota, N. w Treasurer; W. 
Stannard, Ibany, N. Y., ‘Promotional Secretary; Charles D. Campbell, Potsdam, N. Y., Secretary. 
New England Retail Sule Dealers Association, Box 8, Ludlow, Mass.—A. T. Lewis, Newport, R. I., 
President; Lewis A. Nelson, Contoocook, N. H., Vice President; H. R. Ryther, Belchertown, Mass.. 
Treasurer; Lynne P. Townsend, Ludlow, Mass., Secretary. 
lowa Millers & Feed Dealers Association, New Hampton, Ia.—A. W. haf Osage, os peeteeet: 
Ernest Striby, Denver, Ia., Vice President; E. C. Heinmiller, New Hamp la. 'y and 
SUBSCRIPTION RATES: Single copy, 25 cents; $2.00 per Year. $3.00 ier Two Years, Payable in 


Advance. 


Advertising ated ss on uest. Changes in advertising ¢ may be submitted up to the |5th of th 
preceding issue. Last closing date, the 25th. 
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are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
pocenent. It will pay readers to trade with 

he Feed Bag advertisers for advertisements in this 
publication are accepted only from firms of known 

ri en buying—feed, grain, allied _products 
t forget to boost The Feed Bag. 
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CONTINENTAL EXPORT CO. 
Minneapolis ... St. Louis... Kansas City 


PACIFIC CONTINENTAL GRAIN CO. 
Spokane... Portland... Seattle 


Continental 


Grain Co. 


Produce Exchange ... New York 
Board of Trade. ..... Chicago 


CASH GRAIN 
Wheat..Oats..Rye.. Barley. .Corn.. Flax. . Soya 


GRAIN FUTURES 
Executed in all Contract Markets 


The Wisconsin Milling 


Company 


a 
MENOMONIE 
WISCONSIN Makers of 


BM Mill Rose Flour 
HM Poultry & Dairy Feed 
A-C Mill Feeds 


wish you 


A Merry Christmas 
and A Happy and 
Prosperous 
New Year 


Feed Merchants 


everywhere are adding to their 
profits byselling Dog Food. Make 
your store a place for dog owners 
to get quality food and service. 


SELL 


VITALITY DOG FOOD 


It is complete, balanced, mineral- 
ized and vitamized. Dogs like it 
—it makes friends and gets re- 
peat orders. It keeps dogs healthy 
and is very economical to use. Use 
coupon below for ful! information. 


Vitality Mills, Inc. 


2020 Board of Trade Bldg., Chicago, IIl. 


VITALITY MILLS, INC., 
2020 Board of Trade Bldg., 
Chicago, 

Without obligation please send me details of the profit op- 
portunity in selling VITALITY DOG FOOD, also samples, prices, 
literature and local advertising plan. 


Dealer. 


F.B. Address 


SEASON'S GREETINGS 


Best Wishes for a Hery 
Merry Christmas and a 


Gappy and Prosperous 
New Year. 


CALCIUM CARBONATE CO. 


43 E. OHIO ST., Chicago, Ill. 


Plants at fw: Ill.; Alton, Ill.; Carthage, Mo.; White Bear, Mo.; 
Ste. Genevieve, Mo. and Weeping Water, Nebr. 
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FEED 


ADD 
MOLASSES 


fe Cady Wonder 


Y 4 MOLASSES 


TO YOUR HOME 
GROWN GRAINS 


USE 


Arcady Wonder Molasses 
Concentrate 


—a successful carrier of molasses, which will 
not harden or cake, nor liquefy when exposed 
to the air. Itis a palatable, free running, heavy 
molasses concentrate blended with Peanut Oil 
Meal, Prime Cottonseed Meal, O.P. Linseed Oil 
Meal, Soybean Oil Meal, Calcium and Salt— 
cured under our exclusive, natural process, mak- 


ing a highly successful molasses carrier for 
batch mixing. 


Contains no filler—enabling you to mix palat- 
able, dependable dairy feeds from home-grown 
grains and other available feeds. 


Investigate this product today—you need it in 
your business. 


ARCADY FARMS MILLING CO. 
223 W. Jackson Blvd., Chicago, III. 
Send further details about Send this Coupon 
ARCADY WONDER MOLASSES CONCENTRATE 
today for a 


Firm Name 


Address 
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complete facts. 
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Write forour new 
leaflet ‘‘Step up 
Your Feeds with 
True Vitamin A” 


CONCENTHATED 


VITAMING 
a 0 


Ordinary rations do not supply 
sufficient vitamin A for heavy 
laying hens. .. From Bulletins 
468 and 493, Texas Agricultural 
Experiment Station. 


Many poultrymen are going to ~~“ 
make more money this winter be- 
cause feed manufacturers are adding 
more vitamin A to their egg mashes. This means de- 
cidedly less mortality among heavy layers, better health 
and higher egg production. 


Laying hens require at least 1000 units and probably 
1400 units of vitamin A per bird per day for main- 
tenance and production of high vitamin eggs. The 
customary amounts of yellow corn and alfalfa leaf 
meal supply only about half the amount of vitamin 
A required. 


The economical way to supply the remainder in your 
feeds is by the use of CLO-TRATE, the concentrated 
cod liver oil. The vitamin A in CLO-TRATE is 
“true” vitamin A, not a pro-vitamin. 


CLO-TRATE also gives your mashes guaranteed vita- 
min D protection. Thus in CLO-TRATE you get 
both vitamin A and vitamin D in concentrated form 
for the price of one. 


HEALTH PRODUCTS CORPORATION 


CHICAGO NEWARK, N. J. SAN FRANCISCO 


CLO-TRATED FEEDS 
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RIEBS VIEW 


Vol. 3, No. 11 November, 1935 Milwaukee, Wis. 


Handling barley may be a ‘‘Cold 
Turkey’”’ proposition with others, 
but RIEBS gives personal atten- 
tion to all transactions and en- 
deavors to cooperate in every way 
possible with the shipper to ob- 
tain the highest market price. 


Ship Your Next Car to RIEBS 


—Better Built Bags— 


For accurate and rapid filling 
and weighing of 100-lb. bags of 
molasses feeds, dairy feeds and 
ground, soft meals 
use the new No. 13 


Sacking Scale 


Semi-automatic in action, with 
motor-driven feed agitator to 
handle all soft and non-free- 
flowing materials. 


Capacity range of No. 12 and 
No. 13 Models — 25 to 160 Ibs. 


Write today for illustrated cata- 
log, details and prices. 


whole and scratch grains and 


No. 12 Model—for handling 
all free-flowing stocks. 


| —_[WERTHAN]—— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BAGs! 


(Quoted from Customer's Letters) 


**** Again let us 
say we think 
you know your 
onions when it 
comes to Bags. 


Ww 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


HOWES Inc. 


Silver Creek, N. Y. 


Get More Business 
USE POST-CARD ADS! 


You can now illustrate, 
print and address the 
cards yourself—dall on a 
simple, inexpensive 
little machine called 


the 
Elliott Cardvertiser 


Uncle Sam furnishes the penny postal cards. You have 
no cuts to buy or type to set. Businesses of all kinds — 
retailers, wholesalers, manufacturers—-are rapidly dis- 
covering the big results from postcard messages sent to 
customers and prospects. Time and money saving, too, 
for Churches, Lodges, Associations, all organizations, to 
contact members. 


for the interesting Cardvertiser story. Tell us 
Write NOW what business mare in and we'll include samples 
ot post-card ads from others in your line. No obligation. Address 


Cardvertiser Dept., THE ELLIOTT CO. 
125 Albany St. - - Cambridge, Mass. 
Milwaukee Office: 5066 Plankinton Bidg. (Marquette 4523) 
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Ordinary rations do not supply 
sufficient vitamin A for heavy 
laying hens . .. From Bulletins 
468 and 493, Texas Agricultural 
Experiment Station. 


Many poultrymen are going to“, 
make more money this winter bee 
cause feed manufacturers are adding 

more vitamin A to their egg mashes. This means de- 
cidedly less mortality among heavy layers, better health 
and higher egg production. 


Laying hens require at least 1000 units and probably 
1400 units of vitamin A per bird per day for main- 
tenance and production of high vitamin eggs. The 
customary amounts of yellow corn and alfalfa leaf 
meal supply only about half the amount of vitamin 
A required. 


The economical way to supply the remainder in your 
feeds is by the use of CLO-TRATE, the concentrated 
cod liver oil. The vitamin A in CLO-TRATE is 
“true” vitamin A, not a pro-vitamin. 


CLO-TRATE also gives your mashes guaranteed vita- e 
min D protection. Thus in CLO-TRATE you get 
Writeforournew both vitamin A and vitamin D in concentrated form 


leaflet ‘Step up ‘ 
Your Feeds with for the price of one. 


‘ 
True Vitamin A” 
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HEALTH PRODUCTS CORPORATION 


CHICAGO J. SAN FRANCISCO 


€LO-TRATED FEEDS 


ARE “STEPPED UP“ IN VITAMIN‘A’: 


4 
ay) 
wt 
By LIVE STOCK } 


You will never 
make a mistake by 
recommending or sell- 
ing a superior article... 
Quality is the surest foun- 


dation for permanent success. 


Highest Priced F 
in America 


and Worth All It Costs 


MINNEAPOLIS, MINNESOTA 


S- 

THE COLDER TOUCE 
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